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An Impressive 
Tribute 


This entire month of May 1s 
devoted by Peoria Life agents 
to a special celebration. May 
is President's Month, and their 
efforts are dedicated as a com 
pliment to the company’s presi 
dent, Emmet C. May, their 
friend and leader. 

In the idea of President’s 
Month as observed by the 
Peoria Life Agency Force, 
there is something that moves 
the heart and touches the emo- 
tions. What more impressive 
tribute could a man receive 
than to have a multitude of 
friends exerting themselves to 




















the utmost to compliment him 
in such a worthy manner? In 
his honor are placed in force 
thousands of policies of insur 
ance, each some day to support 
it widow, or educate a child, o1 
sustain a business enterprise, 
or provide comfort for an old 


man in his sunset days. 


Small wonder that Presi 
dent’s Month is invariably the 
biggest month in the Peoria 
Lite calendar. It is an inte 
esting token of the character 
of the company’s agents that 
their strongest efforts are in 
spired by affection, friendship, 
and loyalty. On such senti 
ments as these rests the whol 


institution of life insurance. 






































Peoria Life Insurance Company 


PEORIA, ILLINOIS 























SCARED and SACRED 


The difference between the ordinary funds of the day and Life Insur- 
ance funds may be judged by the way their descriptive word is spelled. 


As applied to ordinary funds, the letters spell SCARED; as related to 
Life Insurance, those same letters spell SACRED. 


Never before in the history of the United States has there been so 
much idle money. People are “scared.” They are reluctant to deposit 
their money; they are loath to invest it; and they even hesitate to buy 
with it. 


It is the job of the American Life Insurance Agent to show people a 
sure thing for their money: Sell Life Insurance, which is as solid as the 
Government itself; which wil) safeguard their money; and which will 
return it EXACTLY AS STIPULATED. 


If the billion dollars, or more, which are now merely gathering 
cobwebs, could be restored to circulation, normality would soon return, 
and the “depression” would be a “thing of the past.” 


Life Insurance offers the public everything in the way of PROTEC- 
TION. Men ought to know the details. Agents can tell them—and should 
do so, morning, afternoon, and evening. Men are always susceptible to 
logic and reason. They like to be persuaded and converted. 


Northwestern Agents, this means work for you, but work that prom- 
ises splendid results, in every conceivable way. Constitute yourself an 
EVANGELIST. 


THE NORTHWESTERN MUTUAL LIFE 


INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Whispering Agent 
Given a Broadside 


Big Guns Thunder Against Bad 
Ethics in Danville, IIL, 


Sales Congress 


NATIONAL LEADERS’ VIEWS 


Whatley, Schriver, King, Weber Un- 
compromising in Stand—Blanchard 
Heads State Association 


Nationally known underwriters, speak- 
ers on the program at the sales congress 
¥ the Illinois Association of Life 
Underwriters in Danville, Ill., April 30, 
aligned themselves uncompromisingly 
against “whispering campaigns” and at- 
tacks on rival companies’ financial con- 
lition. 

Such were termed 
dangerous, and already productive of a 
noticeable lessening of public confidence 
in life insurance. It was the consensus 
that life insurance has come to a crucial 
moment and the unreserved support of 
the institution by all persons engaged 
n the business is absolutely necessary. 


practices highly 


Broadside Against Practice 


Probably never before has the subject 
f unfair and dangerous competitive 
ractices been accorded such a sym- 
osium of views of leading underwriters 
as at Danville. ‘The meeting drew S. T. 
Whatley, Chicago general agent Aetna 
Life and past president National Asso- 
ation of Life Underwriters; Lester O. 
Schriver, of Peoria, Ill, secretary 
National Association; Russell S. King, 
manager Union Central, Indianapolis 
and others, all of whom touched upon 
the subject. President C. C. Weber 
torcefully attacked whispering cam- 
paigns and innuendoes. 

“We want to discourage such prac- 
tices as whispering campaigns, against 


hag life insurance companies,’ Mr. 
hatley said. “Legal reserve life in- 
surance has stood and will stand the 


test. When we criticise one company 


ve reflect on the institution itself. An 
agent cannot consistently criticize one 
mpany and urge buying in another 
pany. 
Crucial Time in Business 
“We are at a crucial moment in life 
nsurance. Probably there was never a 
tme when we needed national, local 


and state associations as much as today, 
and the reverse is also true. The asso- 
‘lations need the support of the agents. 

here is a dearth of funds from taxation 


in this country. Great life insurance 
ompanies stand out as bulwarks of 
‘trength. Already we see politicians 


asting eyes at life insurance companies 


as " place to get this revenue. The 
nal association is acutely attuned 
‘0 conditions and is watching them. 


Right now the association is trying to 


stop some very dangerous taxation ef- 
rts in Congress. 
“Legal reserve companigs as I view 


Life Insurance Has Dual 
Purpose in Its Service 





D. J. Bloxham of Hartford, super- 
visor of the agency field service of the 
Travelers, in speaking before the Mary- 
land and District of Columbia sales con- 
gress at Baltimore said that in days 
gone by there were two fundamental re- 
quirements for selling. First, one 
should know his product and then he 
should know his prospects’ needs. Mr. 
Bloxham said there is now a third re- 
quirement. The agent must i 
the prospect’s needs before he realizes 


large part of the thinking for the pros- 
pect. Dr. Huebner has called atten- 
tion to two fundamental weaknesses in 


men: One, the inability to hang on to 
life as long as one desires, and the 
other, the inability to hang on to his 
material possessions. Life insurance, 
therefore, steps in as the best device 
to hedge against these weaknesses. Mr. 
Bloxham said that if stripped of its 


complicated terminology, life insurance 
is very simple. It is a plan whereby an 
individual arranges with a company to 
have dollars delivered when dollars are 
needed most. 

There are two definite schools on life 
insurance. One teaches that life insur- 
ance is and always will be an agent of 
protection. The other claims that life 
insurance is primarily an investment. 
Mr. Bloxham feels that both sides are 
at least half right. Life insurance is 
both a protection and investment. Life 
insurance as a protection for depend- 
ents is its primary function. 


If Means Are at Hand 

Investment Is Desirable 

Mr. Bloxham said when an individ- 
ual has only sufficient money to buy in- 
come needed to safeguard his family 
then all his insurance premium should 
be devoted to purchase protection even 
though it be on the cheapest form avail- 
able. If in addition he has means or by 
careful budgeting of his income can find 
means to secure the two-fold benefits of 
life insurance he should buy the higher 
premium form. 

Mr. Bloxham declared that if agents 
would sell more insurance they must 
make men sense the income producing 
possibilities of their estates. They must 
talk in terms of income and not in 
terms of capital sums. Often when 


it will be the only types to emerge 
from the depression unscathed, or vir- 
tually so. Therefore, people will turn 
to life insurance for investment as well 
as protection. If we are to be tax- 
ridden, we will have less to offer in 
the way of investment. 

“One congressional bill would be a 
very heavy tax. All life insurance peo- 
ple must work together, because we are 
the envy of the other people of the 
world today. We are about the only 





type of people who have sold anything 
in the last ten years who now don't 


realize | 


them himself and take these ideas to | 
him as new ideas. 
Force and High Pressure 

Will No Longer Work 

Force and high pressure will no 
longer work. The salesman must do a 


wives object Mr. Bloxham said they 
will withdraw their objections if the 
dual benefits of life insurance are pre- 


sented. 

Following the crash life agents found 
themselves in new surroundings. Cour- 
age and optimism gave way to fear and 
a tightening of purse strings. Many 
thought the only way out for the life 
salesmen was to urge term insurance to 
help recoup lost estates. Mr. Bloxham 


| said that times have changed but the 
agents evidently have not. While 
| people saw their securities shrinking 
wildly they found their life insurance 
policies intact and gaining in value 
daily. The result has been that agents 
| sold less protection against the possi- 
| bility of early and expected death and 


life insurance for its 
property value. Mr. Bloxham predicted 
that when the upturn in life insurance 
selling comes the development will be 
definitely along the investment channels. 


began to value 


Mr. Bloxham said that the past two 
years have impressed the public mind 
with the necessity for security. The 
element of safety has become deep 
rooted. In spite of the savings that 
have vanished an honorable man still 





wants to make reasonable provision for 
his family and himself when his earn- 
ings shall cease. While his faith in 
many inve stment media has been shat- 
tered, a man’s respect for life insurance 
has definitely increased. 


Insurance Function Is 

| to Solve Economic Problems 
Mr. Bloxham said that the function 

of life insurance is to help a man solve 


his economic problems. There is the 
| problem of obtaining and then safe- 
guarding his material possessions. That 


said Mr. Bloxham, is the chal- 
Mr. Bloxham said 


problem, 
lenge to life agents. 
that during the last three years Abner 
Thorp, editor of the “Diamond Life 
wg ag wl has been advocating the sale 
f life insurance as property and he has 
toca the subject from every angle to 
prove the point. Policy contracts, he 
said, are tangible evidence of the owner- 


ship of property guaranteed for future 
delivery. 
Mr. Bloxham said that there is sales 


resistance to life insurance but he holds 
there isn’t a particle of resistance to the 
things that life insurance does. He said, 
“What sales resistance can there be to 
a comfortable old age? To incomes to 
widows? To education of the children? 
To accumulating investments? To safe- 





guarding businesses?” 


have to apologize to their customers.” 
Mr. Whatley offered congratulations 

| on the type of man at the helm this year 
—Elbert Storer, national president, and 
also complimented Roger Hull, manag- 
ing director; Max Hoffman and Wilfred 
Jones of the National association's staff 
for their alert teamwork. He said it 
appears the association is the only trade 
association that has not had a decrease 
|in membership in the last two years; 
in fact, it showed an increase. 
“The average life insurance 
(CONTINUED ON PAGE 
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|Most Offices Are 
Well Fortified 


Income Still Exceeds Outgo by 
Margin of 35 Percent, 
It Is Shown 


LIQUID RESERVE EXISTS 


New York Companies Could Suffer 
Much Heavier Cash Demands 
Without Reaching Crisis 
YORK, May 
managed life 
fortified 


—Conserva- 


NEW 


tively companies are 


abundantly against excessive 


demands for policy loans, well-informed 


company men here feel. 

So long as income exceeds outgo the 
most that might be would be 
to cut 


other than policy 


necessary 


down on investments in lines 


loans, investing what 


was not borrowed by policyholders in 
government securities 
harder to 
for cash surrender 
values more frequent, the aggregate in- 
come of companies doing business in 
New York state exceeded their total dis- 
bursements by about 35 percent. This 
compares with a percentage of about 42 
for 1930 and 50 for 1929. Until 1929 
the figure had been steady at about 58 
percent for the previous three years. 
While there is quite a difference between 
58 and 35, the latter figure represents 
a large margin above the point where 
outgo would exceed income, and for 
a number of companies the percentage 
is considerably above 35, although not 
so much so as to indicate that any of 
the others are near the zero mark, 


short-term 
In spite of business being 
get and demands 


Secondary Defense 


But even though outgo should exceed 
income there is the secondary line of 
defense, bonds, which the companies 
would dislike to dispose of in the pres- 
ent market, but for which 
there nevertheless. An ade- 
quate amount of these securities is re- 
garded as essential to a sound invest- 
ment position, for without this sec- 
ondary “cushion” a company under ex- 
treme conditions and having disposed of 
its more liquid holdings to make policy 
ioans and pay cash surrender values, 
would have nothing except mortgages 
and other for which it would be 
unable to get a market. 

Life insurance is unique in having a 
triple margin of safety—in mortality 
computations, in expense loading, and 


depressed 
is a market, 


assets 


in the assumed return on investments. 
A financial executive of an old and 
prominent company said that in his 
opinion, even if incredibly extreme con- 
ditions should invalidate two of these 


safeguards, the third would prove suf- 
ficient to carry the company through. 
“It is difficult to get an accurate pic- 
ture of the general situation as regards 
policy loans,” he said. “Each company 
has its own method of keeping records, 





(CONTINUED ON PAGE 21) 
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: erry A. Issues New 
Disability Income Contract 


COMBINED WITH LIFE POLICY 


Claim “Life Plus” Plan Gives Advan- 
tages Not Obtainable Elsewhere, 
and at Comparatively Low Rates 


An unusual disability income contract 
termed “life plus,” issued only in con- 
nection with life policies, and having the 
character of a non-cancellable accident 
and health policy, has been originated 
by the Provident Life & Accident of 
Chattanooga. 

The contract is placed on the market 
after many months’ study and planning, 
and in the belief that it very well solves 
the disability insurance problem in con- 
nection with life insurance. 


Various Waiting Periods 


The policy is entirely divorced from 
accident and health field and is being 
presented by a special sales program 
which stresses the contract as disability 
insurance with 30, 60 and 90 days elimi- 
nation period. Total disability only is 
required to receive benefits, and not the 
“total and presumably permanent” disa- 
bility required under both old and new 
clauses of other life companies. The 
contract conforms to the standard acci- 
dent and health provisions required by 
the various state insurance departments. 


Renewable to Age 60 


The policy is. guaranteed renewable 
to age 60. The combination is designed 
to continue in a new and satisfactory 
form the two classes of protection to 
which the insuring public has been ac- 
customed and which have been avail- 
able up to now under a life policy; 
namely, a fund for those left behind in 
the event of the insured’s death, and 
a monthly income for the insured in the 
event of total disability. 

The monthly income benefits are ef- 
fective over a period of five years. Dur- 
ing the first year, the income is $20 a 
month per $1,000 of life insurance and, 
during the four additional years, it is 
$10 a month. Compared with this, it is 
pointed out, a life policy providing $5 
a month per $1,000—the amount now 
specified by most life policies still re- 
taining the benefit—would have to pay 
for 12 years to equal the payments 
under the new contract of the Provident 


. 
4 


Has Several Advantages 


The elimination period may be fixed 
at 30, 60 or 90 days by the insured, 
with rates graduated accordingly. Under 
the restrictions recently imposed on the 
disability feature in life policies, the 
waiting period is fixed at from four to 
six months. Furthermore, under the 
new contract, the total disability may 
occur before age 60, instead of the cus- 
tomary 55, and does not have to be 
“presumably permanent,” as generally 
required. 

The monthly income specified also is 
payable for disability incurred while 
traveling on an established air route. 


Supplements Regular A. & H. 


It is emphasized that the new income 
disability policy is not intended to take 
the place of ordinary accident and 
health insurance, which are considered 
necessary to the insurance program to 
cover temporary non-recurrent disabili- 
ties. But, since these are subject to 
cancellation when the _ policyholder 
ceases to be insurable under the ordi- 
nary accident and health policy, the new 
contract is needed to supplement the 
temporary coverage by taking up where 
the ordinary policy terminates and con- 
tinuing an income over a longer period. 

For coverage of corresponding value, 
the rates for the new Provident policy 
are very little different from those 
charged for disability income coverage 
in a life policy. 








Dies Suddenly 















































B. F. HADLEY 


Vice-President and Secretary B. F. 
Hadley of the Equitable of Iowa died 
suddenly at Williamsport, Pa., last week 
where he was on an agency trip. W. L. 
Hadley, business manager of the “East- 
ern Underwriter,” is a brother. 


Program for Life Insurance 
Counsel Meeting Announced 





Three formal papers will be presented, 
a round table discussion will be held 
and important committee reports will be 
made at the semi-annual meeting of the 
Association of Life Insurance Counsel 
at White Sulphur Springs, W. Va., May 
20-21, according to announcement of 
H. C. Bates, secretary. 

“Some Applications of the Incontest- 
able Clause” is the title of the paper to 
be presented by Shepard Bryant, At- 
lanta lawyer. Andrew D. Christian, gen- 
eral counsel for the Atlantic Life, will 
read a paper on “Life Insurance Law of 
Virginia,” and John F. Handy, assistant 
counsel Massachusetts Mutual Life, will 
discuss, “Why Uniformity in Collateral 
Assignment?” 

There will be a round table discus- 
sion of questions regarding testamen- 
tary dispositions suggested by the paper 
of Samuel Davis at the December meet- 
ing of the association entitled, “The 
Statute of Wills and Life Insurance.” 
The discussion will be led by F. P. M. 
Henry, general counsel Equitable Life 
of Iowa. There will be a further report 
from the committee on the incontest- 
able clause and one from the committee 
on federal jurisdiction. The frst busi- 
ness session will be held the afternoon 
of May 20, and the second the morning 
of May 21. A dinner dance will prob- 
ably be arranged. for the evening of 
May 20. 


New York Examiner Retires 


NEW YORK, May 5.—Announce- 
ment of retirement May 1 of J. J. Cun- 
ningham, examiner in the New York 
department, has been made by Superin- 
tendent Van Schaick. Mr. Cunningham 
has been connected with the department 
40 years, and at the time of his retire- 
ment was detailed to the New York 
office in charge of appraisal work and 
abstracting the examiners’ reports. The 
department’s deep appreciation of his 
services was expressed by Superinten- 
dent Van Schaick in a letter to Mr. 
Cunningham. 


35, a risk in the select class, for the in- 
come described, pays $8.01, with a 30 
day waiting period, $6.25 with a 60 day 





waiting period and $5 with a 90 day 


For instance, at age ! waiting period. 





Plan to Revive National 
Savings Life of Missouri 


BOLI HEADS THE MOVEMENT 


Fiscal Agency Projected as Means of 
Reorganizing the Company Now 
in Receivership 


Resurrection of the National Savings 
Life of Kansas City, Mo., is being un- 
dertaken by many of the larger stock- 
holders, headed by Louis A. Boli, Jr., 
vice-president of that company. 

The National Savings Life of Mis- 
souri controlled about 90 percent of the 
stock of the National Savings Life of 
Wichita, Kan., which was placed in re- 
ceivership in January. The Farmers & 
Bankers Life took over all the policy 
liabilities of the National Savings Life 
of Kansas. The National Savings Life 
of Missouri had previously been placed 
in receivership. 


Kansas, Missouri Dispute 


Mr. Boli states that the National Sav- 
ings Life of Missouri was organized to 
take over the busines of the National 
Savings Life of Kansas and dissolve the 
Kansas company. The Kansas com- 
missioner, however, refused to allow the 
transfer of the company to Missouri. 
The Kansas commissioner refused to 
renew the license of the National Sav- 
ings of Kansas and this, according to 
Mr. Boli, precipitated a controversy be- 
tween the Kansas and Missouri depart- 
ments. The Missouri department took 
over the Missouri company and, accord- 
ing to Mr. Boli, attempted to control 
the Kansas company. A meeting was 
held in Kansas City, Mo., and the Mis- 
souri commissioner demanded the resig- 
nation of the president and directors of 
the National Savings Life of Kansas. 
They refused to resign. The Kansas 
interests on the same day, Mr. Boli 
stated, transferred the company to 
Wichita, Kan., and the following day the 
Kansas company was placed in the 
hands of the receiver, its business sold 
to the Farmers & Bankers Life and 
the contract of the National Savings 
Underwriters, the underwriting com- 
pany, ordered liquidated. This was done 
without consent of either stockholders 
or directors, Mr. Boli states. The Mis- 
souri commissioner filed an intervening 
petition, asking that the receivership be 
set aside. 


Reorganization Committee 


In the meantime, some of the stock- 
holders formed a reorganization com- 
mittee and organized the National Sav- 
ings Corporation, which expects to take 
over 80 percent of the stock of the Na- 
tional Savings Life of Kansas and the 
National Savings Life of Missouri and 
to secure a new charter in Missouri, all 
of the stock of the new company to be 
owned by the National Savings Cor- 
poration. 

The business of the National Savings 
Life of Kansas was sold to the Farmers 
& Bankers on a contract which pro- 
vided that 90 percent of all the profits 
on that business would be paid to the 
receivers of the National Savings Life 
of Kansas. Mr. Boli said that would 
provide an income of between $300,000 
and $400,000 and the receivers now have 
capital and surplus of $150,000. “We 
believe,” Mr. Boli stated, “we can see 
our way to the rebuilding of the com- 
pany and making it bigger and stronger 
and better than ever.” 


Stockholders Get Two Shares 


Under the reorganization plan, each 
stockholder would receive two shares of 
the National Savings Corporation, one 
share being class A fully participating 
common stock, and one share class B 
participating preferred stock, in ex- 
change for each share of stock held. 

The trustees of the reorganization 





American Central Life Has 
Novel Salary Savings Plan 


ELIMINATES CUT IN WAGES 
Compulsory Method Reduces the Pay. 
roll and Adds Materially to Its 
Premium Income 







The American Central Life has 
augurated a salary savings program pro- 
viding that the directors, officers and 
employes authorize the company to 
withhold a minimum of 20 percent oj 
their salary each month to purchas 
some form of personal life insurance or 
annuity, the 20 percent to include an 
premium already being made in this di- 
rection. The kind of insurance or an- 
nuity is left to the choice of the em. 
ploye. The company has reduced its 
cash payroll by 20 percent, adding ma- 
terially to premium income and _insur- 
ance in force and has automatically in- 
creased each person’s insurance estate 


Provide for Endowment Certificates 


Those who do not wish a long term 
plan can purchase endowment certifi- 
cates issued in units of $50 each, the 
cost to the purchaser being $46 with a 
single premium for each unit. Each 
certificate matures in the amount of $50 
three years after the date of its issuance 
showing a guaranteed yield of 8.69 per- 
cent on the original $46 investment over 
the three year period. The value of 
each certificate at the end of the second 
year is $48. If the owner dies during 
the first three years the insurance is $60 
Every certificate carries a series of cou- 
pons, each being worth $1.50, a guaran- 
teed 3 percent yield. The first matures 
four years from date of issuance. The 
owner who lives to mature his certif- 
cate may instead of taking $50 in cash 
and surrendering the certificate and all 
coupons at the end of the third year, 
allow the principal to remain on deposit 
and cash his coupons as they mature. 


M. Sleek, R. B. Nordyke, G. H. Fauley, 
O. T. Thorp and L. Guinner Boli. | 
L. A. Boli, Jr, would be president 0! 
the company and L. Guinner Boli would 
be vice-president and secretary. Mr 
Fauley, who has been cashier and 
auditor of the company, would be con- 
nected with the new company in an 
official capacity. The president was W 
C. Coleman, former mayor of Wichita 
L. A. Boli, Jr., was formerly vice 
president of the Inter-Southern Life. 
Mr. Boli states that the new com- 
pany plans to operate on the genera 
agency plan instead of the branch ol- 
fice system and general manager plan 
formerly used. Headquarters would be 
in the National Savings building # 
3619 Broadway, Kansas City, Mo. The 
so-called complete protection policy, 
which was copyrighted by Mr. Boi 
would be featured, together with other 
plans. Mr. Boli states that conservative 
investment policy will be followed. 


es 








committee are J. B. Clark, Mr. Boli, R. 





Amount Paid Out by 
the Life Companies 





Question—Can you tell me ap- 
proximately about how muc 
money was paid out to policy- 
holders and beneficiaries by life 
companies under purely life con- 
tracts in 1931? 

Answer—In round figures the 
companies paid last year to policy- 
holders and beneficiaries $2,600, 
000,000. The amount of life i- 
surance in force in the United 
States is $109,000,000,000. It 1s 
interesting to know that $300,000, 
000 was paid out last year because 
of automobile accidents. 
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LIFE INSURANCE EDITION 





Program Method — 
Most Desirable 


Vice-President North of the 
Metropolitan Life Advocates 
Modern Plan 


VALUES NEED COVERING 


Official Declares Agents Need to Study 
Carefully the Needs of Their 
Prospects 


Henry E. North, third vice-president 
f the Metropolitan Life, in his address 
before the sales congress at Baltimore 
spoke on modernizing of sales methods, 
saying that those in life insurance work 
should be watching current trends and 
trying to find ways and means of keep- 
ing up with them. The public today 
has great confidence in the life com- 
panies. As a general rule these institu- 
tions are coming through in far better 
order than other activities. It does not 
mean, however, that people are flocking 
to life insurance offices seeking insur- 
ance, 

Capitalize on Public Confidence 


Only Missouri Department 
Can Secure Receiverships 


RULING BY JUDGE NORTONI 


St. Louis Mutual Decision Has Direct 
Bearing on Missouri State 
Life’s Suit 


ST. LOUIS, May 5.—The exclusive 
right of the Missouri superintendent of 
insurance to bring receivership actions 
against domestic insurance companies 
was upheld by Circuit Judge Nortoni 
here Saturday when he sustained a de- 
murrer for the defense in a suit brought 
by three policyholders who had de- 
manded an accounting from the St. 
Louis Mutual Life. The plaintiffs had 
objected to the company’s change from 
a mutual to both mutual and _ stock. 
Judge Nortoni in rejecting their conten- 
tions held that they cannot maintain 
any such action and that their petition 
had shown no cause of action in that 
the right to sue an insurance company 
under the circumstances rests solely 
with the state superintendent of insur- 
ance. 

Bearing on Missouri State Suit 

The ruling has direct bearing on a 
similar suit pending against the St. 
Louis Mutual Life in the Missouri su- 
preme court and also on the receiver- 
ship suit filed against the Missouri State 
Life by Jerome F. Duggan, holder of 
five shares of stock, which is also be- 
fore the supreme court. 





The life agent has no easier job than 
before. Mr. North said, however, that 
this is the time to capitalize on public 
confidence. During prosperous times 
people’s minds are turned away from 
the essential things. The old way, he 
said, in selling life insurance was to talk 
about the policy, its value or about the 
company, but now the needs of the 
prospect and the way life insurance can 
meet them constitute the all important 


factor. Mr. North asserted that an | 
agent should show a prospect how life | 
insurance offers ,an opportunity to 


build for the future, create an estate, 
safeguard his home, to insure comfort 
in his declining years, to perpetuate his 
memory in the way of bequests, to pro- 
tect his business, etc. 


Primarily Interested in Protection 


_A man’s first concern is his family. 
Therefore he is primarily interested in 
protecting his dependents. Life insur- 
ance is not an amount nor a premium | 
ut a definitely laid out plan of protect- | 
ing the economic structure of what a | 
man represents today. It is doubtless 
the very uncertainty of life that makes 
ile insurance what it is. If there was 
ertainty in life, insurance would be en- 


tirely lost. It is the uncertainty of to- 
morrow that makes life insurance at- 
tractive. 


Life Companies Can Insure Values 


The constructive agent, Mr. North 
‘aid, must analyze a prospect's situa- 
tion from every standpoint and see how 
l€ msurance will fit into his particular 


picture. The agent should map out for 
this man a real program of insurance 
Protection and combine with it the 
duilding of an insurance estate. In the 
ast an agent sold a man $5,000 or 
*10,000 insurance, but never pointed out 


n concrete terms what this insurance 
Would do. All living requirements have 
“1 economic value. Life companies can 
"sure values, They can insure the 
;Onomic man to a point where he can 
absolutely reproduced so far as his 
‘conomic side is concernd. 

Should 


Analyze One’s Own Needs 


| 
. Mr. North said that the best way for | 
mf msurance man to understand pro- 
r.“mming of life insurance is to take 
“> OWN case and ask himself me | 


hie mons as to what would become of 
“S family or how they would live in 


|is using modern methods to demon- 


| sales methods, he said, help to form a 





The reorganization of the St. Louis 
Mutual Life in 1930 had the full ap- 
proval of not only the superintendent 
of insurance but all of the legal steps 
taken were approved by Attorney-Gen- 
eral Stratton Shartel. When the com- 
pany was reorganized not only was all 
of the surplus that had been accumu- 
lated under the mutual plan retained 
under the new plan but the reorganiza- 
tion placed $150,000 additional cash into 
the company, greatly strengthening its 
cash position. The company started 
business 76 years ago under a special 
charter granted by the Missouri general 
assembly. This charter greatly restricted 
its operations and its investments and 
the change in plan was for the purpose 
of broadening its activities. 








case of his death. When the agent can 
answer these questions for himself he 
is in a position to sell the-idea of pro- 
gramming to his prospect. He can 
practice on himself. The program idea 
enables the prospect to see how life in- 
surance can carry out his plans for him- 
self and family. This is giving real serv- 
ice to the public and an understanding 
of what life insurance is and what it 
will do. 


Programming Should Be Used 


Mr. North said that when an agent 
learns to program a man’s insurance he 


strate what it will do. He should have 
with him visual sales literature that will 
show exactly what his service is. Visual 


picture in the mind of a prospect. 

He spoke of the agent as an insurance 
engineer, who is able to design and plan 
his presentation. Mr. North said that 
the agent should know how he is going 
to cover the various points, what he is 
going to say and when he is going to 
say it. Mr. North believes in a stand- 
ardized sales talk. It keeps a salesman 
in the right track, it requires him to 
stay within a circumscribed area and not 
get far afield. Every agent, he said, 
should be familiar with the objections 
that will probably be offered and know 
how to meet them. 

_After he has planned the program for 
his prospect he should plan how he is 
going to interest his prospect, how he 
will present his ideas and how he will 








Holds Bill Is Not 
Fair to Carriers 
With 3% Reserves 





WASHINGTON, May 5.—Insurance 
provisions of the pending revenue bill 
have created a wide difference of opinion 
among executives, and efforts are ex- 
pected to be made to reopen the sub- 
ject, according to Senator Walsh of 
Massachusetts, who has placed the 
matter before the Senate, explaining that 
various proposals have been made, some 
of which would have extremely adverse 
effect upon various groups of life com- 
panies. Because of this, he added, he 
presented for consideration this criticism 
of James Lee Loomis, chairman of the 
Life Presidents committee: 

“The majority opinion of the finance 
committee in the action taken on 
Wednesday with respect to life insur- 
ance taxes leaves the companies operat- 
ing on a 3 percent reserve basis in a 
most unbearable position. 

“It so greatly increases their taxable 
income as against that of the 3% per- 
cent companies that it becomes a major 
factor, adding materially, as it must, to 
the cost of the insurance of the 7,700,- 
000 policyholders of 17 three percent 
companies—a very considerable element 
in every state in the Union. 

“On any basis of comparison, assets, 
insurance in force, total income, pay- 
ments to policyholders, the 3 percent 
companies are now paying larger fed- 
eral taxes than the 3% percent compa- 
nies, and if the action taken should be- 
come final, their payments would be so 


increased as to create a most inequi- 
table situation. 
“Under the action taken, 54 compa- 


nies, representing 91.1 percent of the 
assets of all United States Companies, 
would fare as follows: 

“Thirty-seven 34% percent companies 

with $8,567,735,450 assets, would have 
their taxes increased $5,526,533, or 117.6 
percent. 
“Seventeen 3 percent companies with 
$7,619,081,585 assets, would have their 
taxes increased $8,330,688, or 180.2 per- 
cent.” 


Use of Savings Banks in 
Life Selling Is Popular 


One of the interesting developments 
in life insurance selling is the use of 
novel savings banks adapted to life in- 
surance purposes. Salesmen find that 
persons who regard the annual premium 
outlay with apprehension, may be in- 
duced to buy when the premium is re- 
duced to terms of so much per day 
and a means is provided for actually 
putting aside that much each day. Peo- 
ple have been taught to buy refrigera- 
tors and other articles by putting a dime 
in a slot and life insurance men find 
they can capitalize on this new depar- 
ture. 

One of the most popular banks is 
manufactured by Banthrico, Inc., of 
Chicago. This bank has an etched brass 
dial. When turned to the age of the 
prospect, it instantly shows the amount 
necessary to be saved daily to pay for 
any amount of life insurance, under the 
ordinary life or 20-payment plan from 
$1,000 up. 

The opposite side carries the adver- 
tisement of the company and the name 
of the agent as well as his address and 
telephone number. It is furnished in 
various colors. 

The bank is often used effectively to 
gain the prospect’s attention. Use of 
the bank has been valuable in prevent- 
ing lapses, creating educational funds 
for children and for annuities. Many 
of the leading agencies in the country 
have endorsed this bank and report that 
their agents are making effective use of 
it. Banthrico is located at 2944 West 


| Hit the Termites, 


Urges W. R. Wills 


President National Life & Acci- 
dent Scores Destructive Prac- 
tices at Sales Congress 


PROF. IRWIN A SPEAKER 


Tennessee Life Men Heard Some of 
the Foremost Leaders at Nash- 
ville Meeting 
The Tennessee Life Underwriters As- 
sociation held its annual sales congress 
Nashville. Next year’s meeting will 
be held at Chattanooga. E. E. Brown 


in 


of Chattanooga was elected president; 
L. H. Rhodes, Chattanooga, vice-presi- 


dent and C. H. Crimm, Chattanooga, 
secretary and treasurer. W. L. Am- 
brose of Knoxville and A. W. Litz of 


Nashville were chosen vice-presidenis. 
Frank Womack of Nashville was presi- 
dent this year, 

W. R. Mills, president National Life 


& Accident, gave the address of wel- 
come and scored what he termed the 
“termites,” meaning the twister, re- 


bater and whisperer. “Present the good 
points of your own company,” he said, 
“but don’t criticize other companies. 


Sehriver Gives a Talk 


L. O. Schriver, general agent Aetna 

Life at Peoria, Ill, and secretary Na- 
tional Association of Insurance Agents, 
said that a prospect must be made to 
think, feel and do as the agent wishes 
him to do. He told agents to lose them- 
selves in service and keep their ideals 
high. 
Insurance Commissioner J. I. Reece 
of Tennessee, formerly a life insurance 
salesman, said that an agent should have 
the will power to resist the temptation 
to become a_ twister, rebater and 
“knocker.” He should not lose sight of 
the loftiness of purpose and trustworthi- 
ness of character which accompany the 
right kind of a life agent. 


Prof. Irwin Made Address 


Prof, W. A. Irwin of Washburn col- 
lege spoke at the morning session and 
again in the evening. At the latter the 
general public was invited. It was the 
high spot of the convention, 

Professor Irwin said that the country 
is passing through one of the most dras- 
tic periods of economic readjustment it 
has ever known. He said that business 
must put an end to war or be crucified 
by it. The primary cause of the world- 
wide slump, he declared, can be traced 
to the war. He thinks that the tremen- 
dous nation-wide effort to put business 
back on its feet is bound to be felt. 
There are some encouraging signs. He 
asserted that life men are selling the 
best merchandise in the world, If they 
can make good in times like these, he 
contended, their future is bright. 

The Life & Casualty of Nashville was 
the host at luncheon. 


Cc. Vivian Anderson's Observations 


C. Vivian Anderson, Provident Mu- 
tual Life at Cincinnati, was a dynamic 
speaker. He made a terrific indictment 
of the agent who goes on the theory 
that ten calls a day will see him through 
by the law of average. Mr. Anderson 
said that he never called on anyone 
without making an appointment and 
took particular pains to impress on the 
prospect that his appointment was an 
important one. Mr, Anderson declared 
that a careful study of the laws gov- 








close the case. 


Lake street. 





(CONTINUED ON PAGE 10) 
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“Great Personalities of American History” 
May 10: 
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A radio play or drama of episodes in the 
life of MARQUIS DE LAFAYETTE, one 
of the picturesque figures of the Ameri- 
can Revolution. At his own expense he 
fitted out a ship and came to America in 
1777, when he was twenty years of age. 
He joined the staff of General Washing- 
ton, who became greatly attached to him. 
Fighting bravely and brilliantly, he 
quickly attained the rank of Major-Gen- 
eral in Washington’s army. 
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The agents of all companies are invited to 
tune in on our programs every Tuesday 
evening on any of the following 
stations: 
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HOME OFFICE BUILDING 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE 
NEW YORK, N.Y. 
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Interest Taken 
in Discussions 





System of Central Office Collection 
of Premiums Is Advocated 
at the Meeting 


TALK ON AGENCY DETAIL 


Life Office Management Association 
Held Special Conference Going Over 
Number of Subjects 


The special conference of the Life 
Office Management Association in New 
York was of unusual interest to execu- 
tives interested in the problems of 
branch office and agency control. The 
two-day conference devoted to the gen- 
eral theme “Agency Accounting and 
Field Auditing” was opened with an 
address of welcome by President L. 
Ashton, who is vice-president of the 
Provident Mutual. The meeting was 
then turned over to the general chair- 
man, W. D. Holt, assistant secretary 
Provident Mutual. 

The first session was devoted to dis- 
cussion of “Consolidating Premium Col- 
lections in Metropolitan Areas.” R. A. 
Taylor, assistant chief accountant Sun 
Life presented the committee report in 
the absence of S. Russell Smith, Penn 
Mutual, who was chairman of the com- 


mittee. 
Advantages Are Cited 


The report discussed the desirability 
of handling premium collections and 
related activities through a central office 
in those larger centers where compa- 
nies operate more than one producing 
agency, rather than through the indi- 
vidual production units. The advantages 
brought out in favor of centralized col- 
lecting were: A reduction in expenses 
in the branch offices as the result of 
more efficient organization and man- 
agement and the opportunities afforded 
for mechanization; reduction in home 
office expenses as a consequence of in- 
creased efficiency in the branch and of 
the fewer units with which the home 
office is required to deal; a better service 
to policyholders made possible by rea- 
son of the ¢entral branch being able to 
maintain a more expert staff; at least 
as good if not better, collection experi- 
ence, and the freeing of the agency 
manager of routine. 

The following disadvantages were 
noted: <A loss of opportunity for the 
producing men to come in contact with 
and to secure additional business from 
policyholders calling at the office to pay 
their premiums or to transact other 
business; a fear on the part of the agent 
that his clients will not receive as good 
service as he could render them; the 
lace of prestige that attaches to a gen- 
eral agent or agency manager with a 
large, well-staffed and _ well-equipped 
office, and the fear on the part of the 
soliciting agents of favoritism being 
shown in the handing out of leads. 


Committee Unanimous 


The committee was unanimous in its 
finding that where more than one pro- 
ducing office was being operated in any 
city, premium collections and related 
activities could be handled more satis- 
factorily through a central office. 

To the managerial type of company a 
change to centralization would present 
fewer difficulties than to the general 
agency company which would have first 
to sell the idea to the general agent. 

Among those companies that now fol- 
low the centralized plan some collect all 
premiums in that way; others collect 
initial premiums through the produc- 

(CONTINUED ON PAGE 22) 





Pearl Jubilee Is Observed 
by National Life & Accident 


COMPANY NOW 30 YEARS OLD 


Five Senior Executives Have Been 
With Organization Since Its 
Inception in 1902 


The Pearl Jubilee, marking the 30th 
anniversary of the National Life & Ac 
cident, was held May 5-7 at the hom 
office, with 200 field leaders in attend- 
ance. They won the right to attend the 
celebration by their records last year 
and came from Philadelphia in the east 
to Los Angeles in the west. 

The program opened with a welcome 
by C. A. Craig, chairman of the board 
and President W. R. Wills, with Vice- 
presidents C. R. Clements, T. J. Tym 
and Dr. R. R. Fort also extending their 
hearty greetings. These five executives 
have had 30 years of continuous sery- 
ice, beginning in 1902, when they or 
ganized the company. 

Under their guidance the Nationa 
Life & Accident has reached a point 
where it now stands first in industria 
health and accident, seventh in indus 
trial life and among the 50 leaders it 
life insurance in force. 

Back in 1902, with a home office 
force of five and a field force of less 
than 60, its territory was limited toa 
small area in Tennessee, Alabama and 
Kentucky, and its policies were confined 
to industrial health and accident wit! 
life benefit, on the weekly premium yaa 
Now it offers a wide range of selec 
tion of the most modern forms of per- 
sonal insurance, the home office ané 
field force number approximately 3,00 
and there are 125 district offices. 


“Old Guard” Honored 


One of the outstanding features 
the program was the presentation | 
30-year service pins to the “Origina 
Old Guard,” which is composed of t 
five senior executives and these 12 fie 
men who were special guests: C 
Thomas, manager New Orleans; E. > 
McAllister, manager Houston, Tex.; ¢ 
F. Johnson, manager Hopkinsville, ky 


S 


A. 4 Thomas, manager Lexington, Ky 
J. A. 3eatty, manager Indianapolis; § 
... iataae manager Paducah, Ky 
L. H. McDill, manager Nashville; A 
S. Andrews, manager Knoxville, Tenn 


N. B. Franklin, superintendent Meri¢- 
ian, Miss.; J. D. Garris, agent Atlanta 
and C. H. Malone. agent Nashville, The 
absence on account of illness of Vict 
president W. H. Julian of Dallas, Tex 
a member of the Original Old Guar 
was greatly regretted. 

The three-day program was mark 
by special entertainment features su 
as banquets, automobile rides a 
dances. At the business sessions, Vice: 
presidents E. W. Craig and E. ! 
Stevenson, in charge of the industria 
and ordinary departments, presided. 

Prizes were awarded to the follow! 
in recognition of their schievemest 
during the Pearl Jubilee year: 9 
Lillevig, manager Detroit, winner 
cup for combined record; Arch Venavt 
manager New Orleans; A. B. Gawro! 


ski, manager Youngstown, O.; W: ! 
York, superintendent Houston, Te 

. . ~ ~ bd - 7 , 
W. C. Edwards, agent Springfield, Me 


J. E. Bryan, agent Houston, Tex., lea 
ers in industrial on combined pot 
Twenty-two leading producers in ord 
narv won membership in the Centtt 
Club. = a 
G. D. Wright, northern territ ‘i 
manager, was presented a banner for! 
second consecutive leadership in ord 
nary on paid-for and increase to rr? 
ment. Supervisor Fred Kowhler o! *" 
midland division of the northern, led : 
ordinarv on the same basis. Superv® 
G. H. Gray of the Allegheny division ¢ 
the north, finished second. These !¢# 
ers were also first and second for ™ 
year in the industrial department. 
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LOUISVILLE, May 5.—According 
to information from an official source, 
the Inter-Southern Life needs sound re- 
serve of $18,000,000 all told for protec- 
tion of policyholders, less $5,000,000 
representing policy loans made prior to 
Nationa Mreceivership, reducing net to $13,000,- 
a point Hipo0. 

\dustria The 10 story Inter-Southern office 
1 indus JBpuilding is one of its chief assets. It 


iders it His encumbered by a $500,000 mortgage 
with the Metropolitan Life. While this 
e office Mhuilding has been carried on an ap- 
of less Moraised value of about $3,500,000 on to- 
ed to 4 Bidav’s market it probably could not be 
ma ane Bold for more than $1,800,000 to $2,000,- 
romans 000, less mortgage, leaving an equity of 
= olan perhaps $1,500,000. Deducting this 
f osien- amount from $13,000,000 would leave 
of per- $11,500,000. 
sce and The company has some $3,500,000 of 
ly 3,000 Meassets represented in securities, bonds, 
, real estate, and odds and ends, which 
the informant believes would probably 
not hold a market value of more than 
ures of (°!500,000. Deducted from the figure of 


tion of §E51,500,000, this leaves approximately 
Origina $10,000,000. 


| ot th Real Financial Status 


cs The real financial condition of the 
. E. S. fRcompany is a question of the difference 
Tex.; C tween $10,000,000 and what the com- 
le, Ky pany can realize from sale of its 30 
m, Ky.; # percent holdings in Missouri State Life 
olis; £ ‘tock, according to this analysis. The 
h, Ky. Missouri State stock is in the reserve 


ille; A #Rat $54. It represents frozen assets at 


Tenn this time. To realize $10,000,000 from 
Merid- 148,500 shares of Missouri State stock 
Atlanta, would mean that it would have to be 
lle. The sold at a price somewhere between $60 
nf Vice Hand $70 a share, whereas some stock 


s, Tex. [Phas sold at $4 a share. 
Guar Just where new money can be found 


‘ 


to take out this Missouri State stock 


markeé J ata high value is uncertain. It is con- 
es such J tended that a big block of stock has far 
es ant Me sreater value than a few shares sold 
s, Vict MP Mere and there. This block while not 
E. }. f°! percent is virtually in control of the 
\dustria Missouri St ate, due to so much of its 
led. ‘tock being widely scattered. However, 
lowing JF‘ a share and $65 a share represent a 


-ements HP Wide range, 


Be Statement Is Analyzed 
J enable As of Dec. 31, the company showed 
yawror ‘surance in force of $131,000,000, which 
W. } y May 1 had been reduced to $125,- 
Tex: 00.000. Policy loans in the meantime 
id, Mo. tad also increased from the $5,069,371 
x., leat: shown at that time, to $5,750,000 or 
point "ore, it being contended that net re- 


in ord BB *erve at this time would not need to 
Centur) be more than $17,500,000 or $17,750,000. 





— In its Dec. 31 statement, in assets the 
rriton’ @ ™pany listed: loans secured by first 
- for o vlortgages on real estate $1,879,919; 
: 2onds and stocks, including Missouri 
om of. stock, $9,390,887; cash in bank and 
+ of tH , Ce, $54,321; real estate including 
, led ‘a ™ office property, $4,601,260; loans 
pervise” to policy holders, $5,069,67 1; loans on 
ision  Pllateral securities, $460,689; net pre- 
se leat Mums in course of collection, $441,153; 





for th 
it. 


interest and rents due and accrued, 
(CONTINUED ON PAGE 10) 
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ey State Life Bas 
New Field Advisory Counsel 





PRESIDENT MEETS MANAGERS 





Much Confidence Shown by the Field 
Generals After Their Visit to 
Home Office 





The Missouri State Life agency clubs 
will hold their 1933 convention in Chi- 
cago. Under the new administration of 
President W. T. Nardin the agency 
forces have shown new enthusiasm. This 
was evident at the meeting of general 
agents and managers in St. Louis, where 
they gathered to meet the new execu- 
tive. He inspired — with confidence 
and enthusiasm. President Nardin, 
Chairman E. D. 7 boda of the finance 
committee, Comptroller Scott and Vice- 
president J. J. Parks spoke at the day 
meeting while Insurance Superintendent 
J. B. Thompson of Missouri give an ad- 
dress in the evening. On the second 
day Vice-presidents Reichgott and Shep- 
herd, Manager Matthew Brown of San 
Antonio, Manager H. C. Lorick of 
Augusta, Ga., Manager Edmund Burke 
of St. Louis and Executive Special 
Agent R. C. Newman spoke. 


Have Field Advisory Counsel 


It was decided to have a field ad- 
visory counsel consisting of three gen- 
eral agents and four managers. It con- 
sists of W. R. Robinson, Philadelphia; 
Edmund Burke, manager, St. Louis; 
Matthew Brown, San Antonio; H. C. 
Lorick, Augusta, Ga.; John G. Eaton, 
Fort Worth, Tex.; H. C. Blakeslee, 
Cleveland, and Roy Denny, Los Ange- 
les. The new body immediately or- 
ganized by electing Mr. Robinson as 
chairman and Mr. Burke as vice-chair- 
man. 

The particular objective of the counsel 
is to further develop and promote the 
spirit of helpful cooperation now exist- 
ing between the field force and the 
home office executives. The counsel 
will confine its activities to those mat- 
ters relating to sales promotion and 
company practices. Members of the 
field organization are invited to submit 
any suggestions they have to offer. In 
appointing the members of the new 
body President Nardin emphasized the 
fact that: “This is not a committee of 
privilege but a committee of duty and 
responsibility.” 

Believe Troubles Now Behind It 


After they had heard the real facts 
relative to the company’s financial sit- 
uation, including investments, policy 
loans, etc., from the chief executives and 
especially from Superintendent Thomp- 
son the general agents and managers 
concluded that its troubles are now be- 
hind it and that its future development 
depends very largely on the amount of 
work and enthusiasm displayed by the 
men in the field. They believe the new 
counsel will aid very materially in get- 
ting 100 percent results. 








Commissioners to Hold 
Meeting in Chicago 





The executive committee of the 
National Convention of Insur- 
ance Commissioners will hold a 
meeting June 22-23 at the Edge- 
water Beach hotel in Chicago. 
Undoubtedly a large number of 
organization and company offi- 
cials will be present. Dan Cc. 
Boney of North Carolina is chair- 
man of the executive committee 
and will preside at this meeting. 
It will be most important in view 
of the financial situation and the 
effect on insurance companies. 


























Keep Up With the Procession 


_ Barton recently remarked that adver- 
tisers today are addressing a parade, and 
not a mass meeting in a public auditorium. 


Applied to the insurance business what Mr, 
Barton said means that in advertising in the 
National Underwriter now you are reaching a 
great many who were not in the insurance bus- 
iness a year ago and, of course, not reaching 
many that have dropped out. 


Never have agency changes been so numerous. 
More new agents have come into the business 
and more old agents have gone out of it in the 
past year than ever before in the history of in- 
surance. Your advertising should keep up with 
the procession. 


The fact that you used to advertise is of very 
little help to you now. Perhaps half of those 
that formerly read your advertising messages are 
out of the insurance business today. What 
about those that have replaced them? Whatdo 
they know about your company? How can they 
know anything, if you insist upon telling them 
nothing? 


Your company is not familiar to those who are 
producing most of the premiums if you are not 
advertising now, and you must keep on adver- 
tising in order to reach the hundreds of new 
agents coming into insurance work each month. 
Address the parade as it marches past. Insur- 
ance agents are not sitting in an auditorium 
waiting for your message. They are on parade. 
Catch them as they go by, and shout loud enough 
for them to hear you. 


(Number 19 of a series devoted to the 
merits of National Underwriter advertising) 
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SERVICE 
to Field Men and 
the Public 


The constant aim of the 
Missouri State Life is the per- 
fection of its service to field 
men and the public. A system 
of Branch Offices in important 
centers, in addition to General 
Agencies, gives direct and 
prompt service to clients and 
representatives in the entire 
territory covered. 


Through its multiple line of 
Life—Accident and Health— 
Group—and Salary Savings 
—it offers representatives an 
exceptional opportunity to 
multiply the results of their 
daily work and thereby multi- 
ply their income. 








A Good Company to Represent 
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MISSOURI STATE LIFE 
INSURANCE COMPANY 


Home Office, St. Louis 


Operating in 40 States, the District of 
Columbia and the Territory of Hawaii 
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_AS SEEN FROM NEW YORK 





DANGER IN REDUCING 


A warning against efforts by young 
women to reduce their weight is pointed 
out by Dr. Arthur Hunter, vice-presi- 
dent and chief actuary of the New York 
Life, who says that persons who are 
underweight are the most susceptible 
to tuberculosis. The effect of under- 
weight is obscured by the general re- 
duction in the death rate from tubercu- 


losis from year to year, he said. The 
Actuarial Society found, he said, that 
those who were 25 or more pounds 


under the average weight had at least 
twice as high a mortality from tuber- 
culosis as those of average weight or 
over. 

“Were it not for the fad of youthful 
slimness,” he said, “there is little doubt 
that the rate of mortality from tuber- 
culosis would be even lower than it is.” 

* KK * 

MYRICK TO BE HONORED 
Life Managers Association of 
New York will vive a dinner at the 
Yale club May 19 in honor of J. S. My- 
rick, manager Mutual Life of New York, 
who recently retired as president of the 
association after heading it ever since 
its founding in 19: 30. 


The 


DEATH OF JOHN Ms D. BRISTOL 
John I. D. Bristol, for many years 
general agent of the Northwestern 


serving 


Mutual Life in New York City, 





Penn Mutual Celebrates 
Women’s Unit Anniversary 











BLIVEN 


MISS SOPHIA W. 


Vice-president John A. Stevenson of 
the Penn Mutual two years ago, as an 
experiment, set up a woman’s unit in 
his agency at the home office and chose 
Miss Sophia W. Bliven as manager. 
Last Friday its second anniversary was 
celebrated with an all-day sales confer- 
ence and with an evening dinner. The 
unit during the two years has occupied 
offices in the Public Ledger building in 
Philadelphia, with complete separation 
from the main agency, which is in the 
home office building. In the two years, 
19 full-time agents have been recruited 
and trained, and there are somewhat 
over 20 part-timers qualifying for that 
recognition. In the second year $2,- 
370,000 was paid for. 

Wallis Boileau, Jr., superintendent of 
agencies, analyzed the agent’s task. Mal- 
colm Adam, assistant vice-president in 
the underwriting department, described 
its attitude toward various types of 
risks. J. Elliott Hall, general agent in 
New York, spoke on “Organized Sell- 





ing—Organized Personality, Organized 








By R. B. MITCHELL 


the company for almost 50 years, die; 
at Chappaqua, N. Y., at his home in th 
Perry Heights district. He was bon 
in Springwells, Mich., March 16, 1g; 
He became an agent of the Northwes. 
ern Mutual in New York in 1883, ap 
retired from its service last August. He 
had lived in Chappaqua for 40 yeay 
and had extensive real estate holdings 


there. He did much to develop ty 
town. He carried through the proje: 
of erecting a monument to Hora 


Greeley by obtaining subscriptions froy 


school children. Mr. Bristol was nm. 
chanically inclined and had a_ wel 
equipped machine shop in his hon 


where he worked on devices of his oy 
invention. He was regarded in his ¢; 
as one of. the best trap shooters 
Westchester county. 


SOME APRIL FIGU RES GIVEN 


The R. H. Keffer agency of the Aen 
Life in New York City announces thy 
the agency paid for $1,790,739 in Apr 


as compared to $2,776,350 for Apri 
1931. Total business for the year | 
date is $8,795,831, as compared to %.- 


323,100 for the same period in 1931. 
The paid-for business of the ] 
Myrick office of the Mutual Life of Ney 
York for April was $2,252,727 as com 
pared with $4,006,388 for 1931. For th 
year the total paid-for business amounte 
to $10,335,027 as compared with $1; 

507,455. 


Prospecting, Organized Time, Organ 
ized Sales Talks.” Miss Alice Roch 
prospector for the Camden office of tk 
Provident Mutual, described her meas 
of policyhelder prospecting. A. Rus» 
ton Allen, general agent Union Centr 
surveyed the uses and the methods 
insurance trusts. 

At the dinner President Law «& 
plained the why of life insurance safet 
Vice-president Stevenson described th 
life insurance market and the woma 
underwriter’s place in the work of cor 
ering it. Medical Director Scholz 
brought the underwriting department: 
felicitations. Miss Bliven was the toas 
master. 


W. E. Taylor Dies 
W. E. Taylor, 


president of the 


formerly agency \ 

Equitable Life of 
York and one of the founders oft 
Life Insurance Sales Research Burt 
and the Life Agency Officers’ Assoc# 
tion died Sunday at Florence, Italy. Mt 
Taylor is credited with doing much' 
elevate the standards of life insura’ 
selling and was widely known in! 
entire life insurance field. He jJoitt 
the Equitable as a soliciting agent 

1887 and was later made a gene 
agent. He went to the home ofnce 

1902 as agency supervisor. He wass 


cessively superintendent of thie east 
territory, superintendent of aget 
second vice-president, vice-president 4 
agency vice-president. In 1927 ! 
tired. Mr. Taylor had been 1 J 
his dé 


health for some time prior t 





Insurance Library Guide 
Assoc ation | 


“The Creati 


Insurance + 


The Special Libraries 
published a pamphlet, 
and Development of an 
brary.” It was prepared 
Handy, librarian and secretar\ 
Insurance Library Associat 
ton. He was assisted by 
of librarians connected with 
surance libraries of the country. of 

The pamphlet tells how to org 
the insurance library, how te 
it, what books to buy, where * 
them. a 

The appendix includes names © ~ 
books on insurance covering Nr 
casualty, marine, miscellancous 
surety. 
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chievement: 


Constant and unremitting effort to discover ways and means to increase 
the purchasing power of the life insurance dollar has been responsible for 
the remarkable record of the Continental American. 





That spirit typifies the company today offering significant appeal to 
men who are looking for an opportunity to become affiliated with it. 


A limited number of openings for men of character and ability in 

Massachusetts, New Jersey, Pennsylvania, Delaware, Maryland, 

District of Columbia, Virginia, West Virginia, and Ohiv. Address 
your communication to George A. Martin, Vice-president. 


CONTINENTAL AMERICAN 


LIFE INSURANCE CO. 


WILMINGTON é DELAWARE 





SILVER 





u™s 




















In Charge of Managers’ 
Rally at San Francisco 











CHESTER 0, FISCHER 


Chester O. Fischer, general agent at 
St. Louis for the Massachusetts Mutual 
Life, has been appointed chairman of 
the committee to arrange the program 
for the general agents and managers’ 
conference to be held in San Francisco, 
Aug. 16, the day preceding the opening 
of the annual convention of the National 
Association of Life Underwriters. The 
conference was put on a new basis last 
year and was one of the great attrac- 
tions of the meeting of the National 
association at Pittsburgh. A. E. Patter- 
son, general agent for the Penn Mutual 
in Chicago, was in charge of that pro- 
gram and was retained as chairman of 
the general committee for the confer- 
ence. Mr. Patterson, however, is pass- 
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ing the heavy work this year along to 
Mr. Fischer and his committee. 
Other members of the committee are 
Arthur S. Holman, manager for the 
Travelers at San Francisco; Frank M. 
See, Union Central manager at St. 
Louis, and George Kederich, supervisor 
for the New York Life in Brooklyn. 
Ex-officio members are J. M. Hol- 
combe, Jr. manager Life Insurance 
Sales Research Bureau, and T. M. 
Riehle, program chairman for the con- 
vention of the National association. 


Northwestern Mutual Life 
General Agents’ Meetings 





The first of a series of three-day con- 
ferences of the General Agents Associa- 
tion of the Northwestern Mutual Life 
was held last week at Briarcliff, N. Y. 
The mid-western zone conference will 
be held at the Edgewater Beach hotel, 
Chicago, May 5-7, while the western 
zone meets at the Broadmoor Hotel, 
Colorado Springs, May 12-14. H. L. 
French, president of the general agents 
association, is attending all zone con- 
ferences, as are M. J. Cleary, vice-presi- 
dent of the company; C. Parsons, 
superintendent of agents; R. P. Thier- 
bach and others. 


Discusses Conservation 


The first day’s program in each case 
is devoted to conservation, with dis- 
cussions on “The Need for a Definite 
Plan;’ “A Definite Plan,” and “The 
Value of a Definite Plan Today and 
Tomorrow.” “Agency and_ Business 
Building” are subjects for the second 
day, while the third day is devoted to 
“How to Insure an Increased Produc- 
tion.” 


The Texas General Agency of San An- 
tonio has become district manager in 
south and southwest Texas for the San 





Jacinto Life of Beaumont. 








Ben Hadley’s Death 
Brought Deep Regret 








Life insurance people were shocked 
last week to learn of the sudden death 
of B. F. Hadley, second vice-president 
and secretary of the Equitable Life of 
Iowa. He had gone to Williamsport, 
Pa., on an agency trip and was watch- 
ing a game of billiards at the Masonic 
Club with R. G. Lauer, general agent 
of the company. He was_ suddenly 
stricken and died immediately. Mr. 
Hadley was 61 years of age. The inter- 
ment was made in Des Moines Satur- 
day. 

Was Born in England 

Mr. Hadley was an Englishman by 
nativity. He was educated as an engi- 
neer. He came to America when he 
was a boy. As a lad he was a breaker 
boy in the mines. He went to Pitts- 
burgh and took a night educational 
course. He learned stenography and 
came in contact with the late J. C. 
Bergstresser, who was proprietor of 
the “Insurance World” of Pittsburgh. 
Mr. Hadley connected with that paper. 
For 12 years he was on the business 
and editorial staff of the “Insurance 
World,” becoming its business manager. 
He then founded the “Eastern Under- 
writer” of New York, working in con- 
junction with George A. Watson, now 
associate editor of THE NATIONAL UNDER- 
WRITER at New York City. 


Joined the Equitable of Iowa 


While he was connected with the 
“Eastern Underwriter” he was induced 
to go to the Equitable of Iowa in 1914 
as field supervisor. In 1917 he was 
made secretary and in 1919 second vice- 
president. He had charge of the so- 
called eastern agencies of the company. 
Mr. Hadley is survived by his widow, 
two married daughters and a son, B. F. 
Hadley, Jr., of Columbus, O. The son 
is a member of the general agency firm 





—— 
of Paugh & Hadley of the Equita}) 
Life at Columbus. 

R. G. Lauer, general agent for th 
company at Williamsport, Pa., wher 
Mr. Hadley suffered the heart atta 
that brought his death, took the body 
Des Moines. Four general agents wey 
to Des Moines to attend the funer 
They were J. B. Moorman, Cincinnat 
F,. A. Smart, Detroit; E. W. Camero, 
Minneapolis, and P. B. Rice, Harris. 


burg, Pa. 
Missouri State Life Club Office; 
The Missouri State Life has 4p. 
nounced the following officers for jx 
1932 Quarter Million and Hundrej 
Thousand Clubs. 
Matthew Brown, manager at Sx 


Antonio, has been elected president ¢ 
the Quarter Million Club. The first an 
second vice-presidents are W. E. Knep. 
ley, of the J. Leonard Storey Agenc 
Norfolk, Va., and H. C. Lorick, manage; 
Lorick & Vaiden Agency, Augusta, (; 

John W. Rock, president of the Hu. 
dred Thousand Club, has been one ¢ 
the substantial producers of the & 
Louis branch for some time. T. fF. 
Treadway, representative of the Lor. 
ick & Vaiden Agency at Columbus, Ga, 
is first vice-president, and L. C. Par 
of the Wm. Strauss Agency, Houston 
second vice-president. For more tha 
nine years, Mr. Treadway has been in 
the top rank of Lorick & Vaiden pro- 
ducers. 


Reserves Ruled Exempt 


Reserves of the George Washington 
Life of Charleston, W. Va., are exempt 
from assessment for taxation, according 
to a court decision last week which re- 
versed the previous ruling of the county 
board of review. The decision save: 
the company about $93,000 for the year 


The Protective Life has appointed A.B 
Hale manager of its home office agen 
in Birmingham. 





Tune in WSM 

















NATIONAL 
LIFE AND 


Nee 
INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 
YOU 





Trade Mark Reg. U. S. Pat. Off. 


The NATIONAL LIFE and ACCIDENT INSURANCE CO., Inc. 


The 


SHIELD COMPANY 


is proud of the part it has played in making life 
insurance as popular, sound and secure as it is 
today. 


The money intrusted by policyholders to The Na- 
tional Life and Accident has been so carefully 
conserved and invested that today this company 
has for every $1.00 of legal liability, $1.465 in 
assets. There is no question among our policy- 
holders as to the security their policies represent. 


Shield Men find it pays to represent a company 
of proven strength like The National Life & 
Accident. 


Nashville, Tennessee 
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Elbert Brigham Expresses 
Faith in Farm Loan Field 


HAVE MET TEST OF SAFETY 


Finance Committee Chairman National 
Life of Vermont Writes on Sub- 
ject for “Country Gentleman” 


Notwithstanding anything that has 
happened or is likely to happen, the 
farm mortgage will continue to have 
merit as an investment field for the 
funds of life insurance companies, El- 
bert S. Brigham, former member of 
Congress from Vermont, states in an 
article, “Faith in the Land,” in the May 
issue of the “Country Gentleman.” 

Mr. Brigham has been a successful 
farmer. He was former commissioner 
of agriculture for Vermont and is now 
chairman of the finance committee of 
the National Life of Vermont. 

At present there is a mortgage in- 
debtedness of approximately $9,500,000,- 
000 on the nation’s farms—a sum of 
about 20 percent of the total value. 
About one-fifth of this credit is supplied 
from life insurance funds. Mr. Brighain 
says that some individual investors in 
farm mortgages have had such unfor- 
tunate experiences that they probably 
will never again invest in this type of 
securities, but he does not believe that 
life companies have any reason to re- 
gard the farm mortgage field as too un- 
certain for their sacred trusts. “Life 
insurance companies,” he writes, “regard 
the mortgages they have upon good 
farm lands, and the good farm lands 
which they own, as safe assets which 
will in the end return every dollar in- 
vested.” 

Meet Payments Promptly 


Even under present conditions at 
least 85 percent of insurance company 
farm loans are meeting all payments 
promptly. Some of the United States 
government bond issues fell off 18 per- 
cent in price during 1931. Everybody 
believes those bonds will come back to 
par, and Mr. Brigham believes that the 
same will be true of the price of land. 

From 1897 to 1924 the National Life 
loaned over $100,000,000 on farm prop- 
erty without loss of principal or interest 
on the total invested or on any loan. 
That cannot be said today, for this com- 
pany, in common with all other holders 
of farm mortgages, has in many cases 
foreclosed, and is now the owner and 
operator of farms. But most of the in- 
surance companies are in a position to 
rehabilitate the farms so that they be- 
come profitable and are in readiness to 
be taken over by any competent family. 
The farm mortgage has met the test 
of safety as well as any other type of 
mvestment, Mr. Brigham believes, and 
there is no reason to suppose that there 
will be any general policy on the part 
of surance companies to withdraw the 
two billions of dollars they now have at 
risk, Experience will lead to greater 
security than has ever before been given 
such loans, and annual principal pay- 
ments will probably be required along 
with mortgage interest. These will 
probably be required in small amounts, 
with the expectation that in lean years 
they may be waived and that in more 
Prosperous years the deferred as well as 
the current payments will be met. 
. We believe.” he declares, “that the 

nily tarm will be in the future, as in 
the past, the most stable asset of our 
country, and it is our desire in this 
Period of our trusteeship of a large 
amount of land to do everything pos- 
sible to conserve that asset.” 





Over a Million in April 


a. he St. Louis office of the Travelers 
~fote $1,250,000 in new life insurance 
m April. A. K. King was the leading 
producer with $125,000 to his credit. 
“out 100 members of the office at- 
tended a breakfast meeting May 2. 








Dr. H.W. Cook Pays Tribute 
to General Agent Crary 








Dr. Henry W. Cook, vice-president 
and medical director of Northwestern 
National Life, was the principal speaker 
at a special gathering of 75 life men 
and physicians of Fargo, N. D., in honor 
of A. W. Crary, North Dakota general 
agent, who completed 25 years of con- 
tinuous service with the company in 
April. The meeting was held under the 
auspices of the Fargo Life Underwriters 
Association. 

R. A. Trubey, general agent for the 
Guardian Life, presided. Dr. Cook, after 
paying his respects to Mr. Crary, con- 
tinued with his address: 

“I am not here to acknowledge a 
business success, but I am here to pay 
a tribute to the personal qualities—the 
character—of our friend and associate, 
A. W. Crary, which have won and held 
our esteem, our friendship, and our ad- 
miration. I shall mention three quali- 
ties only, but they are fundamental in 
any estimate of character. 

“First, I pay my tribute to courage. 
It is the most anciently admired at- 
tribute of manhood in all civilization, 
and I doubt if there is a nobler. It has 
required a high and sustained courage 
to carry through the jcb Bill undertook, 
undismayed and unshaken during these 
25 years, and you men who have met 
the same difficulties and overcome them 
know this is true. It was what the 
British meant during the war by their 
modest expression—'Carry On’—and it 
was unconquerable. 

“Then I want to mention loyalty, 
closely allied to courage, an essential 
part of a strong nature. Bill is a loyal 
friend and associate. Loyalty begets 
loyalty. He has a powerful group of 
men heart and soul behind him and his 
efforts and they have won through to- 
gether—and the group here today testi- 
fies to his friends among his competi- 
tors. 

“The third quality which I mention is 
innate modesty. It is the attribute of 
a gentleman. If anyone has ever heard 
Mr. Crary brag or bluster I have vet 
to learn of it. There is nothing of the 
fourflusher about him. The tendency 
if you take Bill at his word is to greatly 
under-estimate him. Courage, loyalty, 
modesty are the three qualities of which 
any man may be proud if he possess 
them.” 


Annuities Subject to Tax 


ST. PAUL, May 5.—Annuity con- 
tracts are subject to state inheritance 
tax, Probate Judge Pearson has ruled in 
the Joseph M. Thornton estate. At the 
time of his death Mr. Thornton, a con- 
tractor, held annuity contracts worth 
$94,713. He had paid in the full prin- 
cipal and reserved the right to convert 
the contracts into cash at any time and 
to change the beneficiary. 

Judge Pearson held the state was en- 
titled to collect $2,840 in inheritance 
taxes on the contracts. T. D. O’Brien, 
former insurance commissioner, as at- 
torney for the estate contended that the 
annuities were insurance contracts and 
not subject to inheritance tax. He ap- 
pealed to the supreme court. 


“Benevolent Societies” Ruled Out 
MADISON, WIS. May 5.—The 


so-called benevolent insurance societies 
have the choice of reorganizing under 
the state insurance law or ceasing op- 
eration, with Judge Cowie of La Crosse 
upholding a ruling by Commissioner 
Mortensen declaring the operation of 
these societies in violation of the insur- 
ance laws. 

The test case at La Crosse was 
brought by A. L. Davidson and C. E. 
McCauley in behalf of the Badger State 
Auto Protective Association, established 
to insure automobiles. The decision is 
also applicable to the other societies 
operating in the life and other insurance 


fields. 
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METROPOLITAN LIFE 
INSURANCE COMPANY 


FREDERICK H. ECKER, PRESIDENT ONE MADISON AVE., NEW YORK, N.Y. 
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husdees Resttton attached. Instead of the rate - $1.50 munication to Tennessee policyholders 


a year heretofore the subscriber will pay | of the Inter-Southern: 


of Inter-Southern $2 a year, on a semi annual basis on “Vou should continue prompt pay- 


renewals, The papers have heretofore | ment of premiums on your policies as 


(CONTINUED URS PAGS 5) written life policies in the Federal | this will keep your policies alive. The 
$144,177; all other assets, $178,079; total | Union for a period of seven years. As-| company will either be refinanced or 
assets, $22,220,160. sumption of risk by Federal Union is} your contract of insurance will be re- 

Liabilities include: $19,296,706; re-|from April 8. insured in some solvent company and 
serve for all other liabilities, $476,559; The Franklin, Ky., circuit court has! the only way that you can protect your- 


entered a supplementary order direct-| self and preserve your policies is by 
ing the temporary receiver of the Inter- keeping your premiums paid up. 
Southern Life to make every reason- “Pending the reorganization of this 
able effort to keep that company’s} company or the reinsurance of Tenn- 
No Commercial Liquidation property, assets and business intact as a| essee policies with some other company, 
. ; : going concern, and to protect and pre-| all premium payments will be held in 
Lee P. Miller and Lieutenant Gover-] oo. 3. aggre. ce . ¢ a Be. : : ° 
: Fa _ . serve its property, assets and business| trust by me in Tennessee in favor of 
nor Chandler of Kentucky, joint receiv- | until the policyholders and creditors can] the policyholders and will not go into 
ers for the Inter-Southern, stated that | be fully protected by reorganization or] the general fund or assets of the com- 
there is no danger of commercial liqui-| rehabilitation. The court also author-| pany. Therefore, you will be fully pro- 
dation of the Inter-Southern, and that | ized the appointment of C. E. Smith of | tected in continuing to pay your pre- 
they are opposed to any such program. | Frankfort, and W. M. Bullitt, former] mium. Otherwise, you will lose the 
They believe the business will either be | assistant attorney general of Kentucky, | protection and the investment which 


special reserve for investment fluctua- 
tions and general contingencies $664,338; 
capital $1,032,655; surplus $750,000. 


reorganized or reinsured. They con-| as attorney for the receivers. you now have in your policy.” 
tend that the company has valuable as- The receivers were instructed not to 
: eg ame , . Many in Louisville 
sets, nothing worse than reinsurance] pay any claims without an order from 
with a lien on the policies could result.| court and policyholders, creditors and A number of interests have been rep- 
The Louisville “Courier Journal” and | others were enjoined from bringing suit | Tesented at Louisville, getting acquaint- 
Louisville “Times” have announced to] to recover on claims or debts. ed with the situation either as prospec- 
pedestrial-travel policyholders in the Sess Ve Skene tive purchasers of that company’s busi- 
Inter-Southern Life arrangements with ness or as purchasers of the 350,000 Mis- 
the Federal Union Life of Cincinnati, to Commissioner Reece of Tennessee, | souri State Life shares owned by the 


reinsure the unexpired term of present| who has been appointed ancillary re-| Inter-Southern. There have been some 
Inter-Southern policies held by sub-| ceiver for the Inter-Southern in Tenn- | legitimate inquiries, as well as many ap- 
scribers, and is enclosing riders to be‘ essee, has addressed the following com-| proaches on the part of scalpers, mys- 

















KKK KKK KK KKK 


Great 


Salesmen 




















H4 
of Histor Y | —penosrmnes 


ROM a sickly, awkward youth of defective speech, 
Demosthenes became the most famous orator not 
only of Greece but possibly of all history. 





His oratory is a model of impassioned reasoning both 
from the power and majesty of its style and from the 
high patriotism to which it gives expression. He is best 
remembered by the “Philippics’’, a series of famous ora- 


tions denouncing Philip, King of Macedon. 


The story of his declaiming on the seashore with peb- 
bles in his mouth to overcome his impediment of 
speech has passed into tradition as the classic ex- 
ample of persistent and energetic application to 
self improvement. 


ROYAL UNION 
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teriously purporting to represent jp. 
terested persons. This is also true with 
the Security Life, which owns about ; 
million and a half shares of Inter. 
Southern and is also in receivership, 

It is not unlikely that some arrange. 
ment may be effected for combining the 
Security Life and the Inter-Souther, 
either for purposes of reinsurance 9; 
rehabilitation. There are many cross; 
currents involved and clashes of j 
terest. Although it is certain beyond ; 
doubt that the injunction prohibiting the 
appointment of receiver for the Missour 
State Life will be made permanent }y 
the Missouri supreme court, disposal oj 
the Inter-Southern and Security wi 
probably not be arranged until there 
a final adjudication of that question 
The keystone in the arch is the 350,00 
shares of Missouri State held by the 
Inter-Southern. 


Hit the Termites, 
Urges W. R. Wills 


(CONTINUED FROM PAGE 3) 














































erning wills and estates will repay any 
agent. 

Thomas E. Hand, executive vice-pres- 
ident Standard Life of Jackson, Miss, 
gave an analysis of life insurance in- 
vestments, there being 10 percent in 
farm mortgages, 28 percent in urban 
mortgages, 16% percent in_ railroad 
bonds, 3 percent in public utility bonds, 
4 percent in government bonds. He 
stressed the diversity of investments as 
being the secure foundation of a liie 
company. It is not often, he said, when 
a life company has to throw its securi- 
ties on the market to meet obligations. 
He pointed out the scientific basis oi 
the legal reserve system. 

Agency Superintendent Ted M. Sim- 
mons of the Pan-American Life said 
that the whisperer who circulates re 
ports about this company and that, en- 
deavoring to discredit each institution, 
is a destructive force. He said that with 
$110,000,000,000 of life insurance in 
force, the life agents have done much 
to stabilize conditions. 


Court Holds That Disability 
Fund Can Not Be Attached 













Judge Martin in the municipal court 
at Springfield, O., holds that payments 
for total and permanent disability o 
the holder of a life policy are not liable 
for debt and attachment. Van Grov, 2 
grocer, brought suit against J. M. Mil: 
ler, who had been awarded monthly 
payments from his life company alter 
being injured. Judgment was entered 
against Miller and he asked dissolution 
on the ground that life payments af 
exempt from liability. Judge Martin 
held that “total disability payments, d¢ | 
ductible from the principal sum ot the | 
policy and payable in lieu thereol,’ 
should be considered “proceeds and 
avails,” by analogy with the principle | 
that money paid out as endowment 0! 
straight life policy is considered the | 













proceeds of life insurance. 


J. H. Gray With Binder Agency 


| 
| 
Joseph H. Gray, formerly gener 
agent at San Francisco for the New | 
England Mutual Life, more recent! 
specializing on pension plans for lars 
employers, is appointed supervisor © 
the H. A. Binder agency of the Mass 
chusetts Mutual Life in his city. 
Have 31 Billion in Force 
The total volume of life insurance ® 
force for the 137 company members 
the American Life Convention of De 
31, 1931, was $31,396,984,463 compare? 
with $27,889,087,597 the year before. 
Admitted assets advanced from $4,065 
329,082 in 1930 to $4,749,687,656 in 199 | 
The weekly premium industrial insut- 
ance showed a slight recession, beité 
$1,418,973,001 as against $1,434,7043° 
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the previous year. 
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| whatever the cause may be 
Home Office Building 


oy oy e The American Conservation Company operates 
on oe the largest field force of its kind in the world—an 





nee in the work of contacting and serving policyholders 


: a 
Irance in- > vel ,tr > [eas > 
mach. A : ‘om le te } 1 e organization of men specially trained and seasoned 
in urban 
| 


Ag f S © who are for any reason whatsoever dissatisfied with 
t $ is 
of a te NSU aAnCe ECYrvice their life insurance policies. 
said, when - 
~ eon | These specialists in the Conservation of life insur- 
bligations. ’ 
: Saale of OF a 0 a 1 ge I} ance are equipped and ready to go to work to fight 
M. Sim & i | the lapsation evil for your company. 
Life said ; 
alates re | Every insurance official knows that the big prob- 
that, en- cho , 
nstitution, | lem before life insurance companies today is the 
an f ) 
that with , 
rance it Wi Conservation of business already on the books. The 
ye much Off. " 2 
e er race for volume” must wait. Lapsation is the serious 
bility —Policies all ages, 1 day to 70 years. thing today. 
ttached —Both Participating and Non-Participating. Policy loans and “the stampede to realize even 
—Non-Medical—Sub-standard. - 
5 eit ; , on the most sacred reserves of the family budget 
pal court | —Disability, Dismemberment and Surgical Benefits. | : body i 
ay ments ° e > > sy , > > “Very rk y 
ate , | —Special Monthly Premium Payment Plan. are the root of the whole matter. Everybody knows 
not liable | —Double Indemnity. it. Everybody admits it. 
sTOV, a | e ‘“ a 7 . 
M. | Children’s Policies with Beneficiary Insurance. Loan spells lapsation. Lapsation spells cancellation. 
monthiy | 
ny after —NEW FAMILY INCOME PROTECTION Se ee a 
caaaal / POLICY Conservation is the answer. Conservation is a 
a | —Sales Planning and Circularizing Department. business; a very highly specialized business. You can- 
tin I 
By: —Producers’ Club. not set up a Conservation department by passing 
f the . 
0 ae . . . a resolution or designating some official to such a 
ds and | Available territory in seventeen | 
principle ~@ states West of the Mississippi ) function. 
ment o! * PD: . —— ; . 
red the | River and in Illinois and Florida. ‘ We are equipped to serve you. Consultation with 
| us may point your way to a solution; may help you 
gency WRITE DIRECT TO HOME OFFICE just as it has helped others. 
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Publicity Men and Conservation 


THERE has been considerable talk to the 
effect that some companies maintain too 
large and expensive publicity and ad- 
vertising organizations and that in these 
times they might well be cut down or 
eliminated. It is true that many com- 
panies have put out too much litera- 
ture and attempted too pretentious a 
program in connection with their pub- 
licity and educational work. Even small 
companies have gone to the expense of 
getting out their own correspondence 
courses and literature of a general na- 
ture which could be furnished much 
cheaper if bought from one of the es- 
tablished publishing houses or if the 
agents bought them themselves. There 
is no doubt that some companies are 
getting out too much “canned” litera- 
ture. Agents can only stand a certain 
amount of their own company’s product, 
especially if it is not written by experi- 
enced field men. We make no criticism 
of a reasonable amount of the right kind 
of home office literature, because this is 
necessary. 


Work of the National Association 


THE NATIONAL AssocIATION oF LIFE 
UNDERWRITERS is putting on a drive for 
new members and hopes to end the present 
campaign, in spite of the depression, with 
the largest membership in the history of 
the association. THE NATIONAL UNDER- 
WRITER, in spite of occasional differences 
of opinion, is heartily in favor of the 
National association, its administration, 
and its aims. It has taken the lead in 
much good work. Under Managing 


Director Rocer B. Hutt it has gotten 
away from the annoying and petty methods 
that at times used to retard its progress. 
It is a worthy and comprehensive organ- 
ization that the agents could ill afford to 
do without. 

Consider a single instance of its use- 


We believe the way out for the pub- 
licity departments of the life companies 
is along the line of the suggestion of 
Seneca M. GAMBLE, assistant agency man- 
ager of the VoLUNTEER STATE Lire, who 
called upon the group of the INSURANCE 
ADVERTISING CONFERENCE in Dallas, Texas, 
to become enthusiastically interested in 
conservation. The abilities of a good 
publicity and advertising man are just 
those that will produce the best results 
in preventing lapses and reinstatements, 
a work that is much needed at this 
time in every company. ‘The time will 
no doubt come again when the adver- 
tising departments can function on a 
larger scale than they can do so profit- 
ably at the present time, and in the 
meantime Mr. Gamble furnishes a splen- 
did idea for the full use of energy of 
any sized advertising department a com- 
pany may have. Let the advertising de- 
partment take charge of the work of 
conservation and if it is a good depart- 
ment very definite results will be 
achieved. 


fulness: Recently the members in Ohio 
were alarmed at the possibility of sales- 
men for investment bond and stock houses 
taking up the sale of investment life in- 
surance as a means of covering them over 
the period of depression in the security 
market. An Akron concern applied for a 
license. Through the prompt action of 
local, state and national associations this 
movement was nipped in the bud. 

This is merely one of the many defensive 
actions in protecting agents in their rights. 
The National association is to be found on 
all lines fighting for the highest standards 
for the agents, the companies and the 
business as a whole. 





PERSONAL SIDE OF BUSINESS 





Jay Hughes, a Bankers Life of Iowa 
salesman in southwestern Iowa, is 
claimant of an unique record. Last 
week he obtained an application for 
$8,000 on the life of a school teacher in 


his county. It was the 115th school 
teacher application written by Mr. 
Hughes. All of the applications have 


been on school teachers residing in his 
territory, Taylor county, with approxi- 
mately 15,000 population. 

George Lott, well known tennis star, 
has entered the insurance business in 
Chicago as a broker, being quartered in 
the branch office in that city of the Con- 
tinental Casualty. Mr. Lott is getting 
instruction in the casualty lines at the 
home office of the Continental Casualty 
and in the life business through Roger 
W. Somers, Chicago general agent for 
the Continental Assurance. He is pre- 
paring to be a real insurance man and 
not merely an athlete capitalizing on his 
reputation while it is in full flush. 


Commissioner E, Forrest Mitchell of 
California’ and Mrs. Mitchell were 
guests of honor at a surprise dinner 
dance in San Francisco May 2, attended 
by officials and employes of the San 
Francisco and Sacramento offices of the 
department. It was in honor of the 
commissioner's third anniversary in that 
position. 


H. H. Conley of Little Rock, inspec- 
tor of the south central division of the 
New York Life, attended a family re- 
union in San Antonio, Tex., in honor 
of the golden wedding anniversary of 
his father and mother. While in that 
city Mr. Conley addressed the members 
of the agency staff and guests of the 
San Antonio office of the Great South- 
ern Life. 


Ben F. Shapro, general agent of the 
Penn Mutual Life and president of the 
San Francisco Life Underwriters Asso- 
ciation, is the proud father of another 
baby girl. 


Willard I. Hamilton, vice-president of 
the Prudential, has been reelected presi- 
dent of the New Jersey state chamber 
of commerce. 


Horace Winter, manager of the Trav- 
elers at Washington, D. C., rounded out 
25 years of service and received many 
reminders of the eventful day both from 
members of his own staff and the head 
office at Hartford. Vice-President H. H. 
Armstrong called to offer congratula- 
tions in behalf of the company. The 
sales force presented 25 life and 25 acci- 
dent applications in honor of the day. 
In the evening he was given a compli- 
mentary dinner. Mr. Winter was for- 
merly a casualty man for the Travelers. 
He started in the field and served some 
of the branch offices. In 1909 he be- 
came manager of the casualty depart- 
ment in Washington. Then he was 
transferred to New York City, working 
in the casualty field. He was sent back 
to Washington as life manager in 1914. 


E. H. Hooker, 68, superintendent of 
claims for the Northwestern Mutual 
Life, died at his home in Milwaukee 
after a short illness. He was associated 
with the company for more than 40 
years. David G. Hooker, his father, was 
general counsel for the Northwestern 
Mutual for many years before his death 
in 1888. 


Lee B. Durstine, well known life insur- 
ance man in days gone by in Ohio, who 
for many years was connected with the 
New York Life and later was special 
agent for the Metropolitan Life, died 
Saturday night in Wooster, O., from 
injuries suffered in an automobile acci- 
dent. He was 80 years old. He was 
the father of R. S. Durstine, vice-presi- 





MAKE good use of other men’s brains. 





— 


Barton, Durstine & Osborne, the adver. 
tising agency in New York City. \; 
Durstine’s automobile struck a pier syp. 
porting an overhead bridge. He wa 
on his way from Florida to Wooste; 
where in recent years he had made hi 
summer home. 

Mr. Durstine became general agen: 
of the Equitable of New York in tay 
Tennessee in 1883. Later he was mace 
general agent of the New York Lii 
in 1892, then supervisor in Ohio, Kan. 
sas and western New York, and later 
inspector in New York, Connecticut a 
Rhode Island. In 1907 he resigned t 
become president of the North Amer. 
ican Life, which was organized by New 
York Life men and now has its head 
office in Chicago. 


Among the members of the Colorado 
Association of the Big Ten Alumni who 
brought Fielding Yost, famous veteran 
football coach, to Denver for their an- 
nual banquet last week were W. A 
Spencer, Jr., general agent Massachus- 
etts Mutual; J. E. Robinson, New York 
Life, and V. L. Tickner, vice-president 
and general manager American Life oj 
Denver. 


The Register Life field force js 
honoring President G. E. Decker dur- 
ing May. Dr. Decker’s birthday is May 
29. He has been medical director of the 
Register since 1907 and president since 
1915. Every field man has set a definite 
Decker Month objective and _ special 
awards are being made to the produc- 
tion leaders. 


Harrison R. Johnston, national ama 
teur golf champion in 1929 and prob- 
able member of the Walker cup team 
this year, has joined the St. Paul office 
of the Mutual Benefit Life, having just 
completed a course of instruction 2t 
the home office. 


Mr. Johnston has been in the bro- 
kerage and investment business the past 
few years. He has been prominent in 


golf circles for 10 years, having been 
Minnesota state champion several years 
and western amateur champion before 
he captured the national crown three 
years ago. 


C. H. Rosenbaum, agency manager 
and special supervisor for the Bankers 
Life of Iowa, died in a_ hospital @t 
Omaha, of pneumonia following an 4 
tack of influenza. He had been with the 
Bankers Life for 18 years, most of the 
time as an agency manager. He joined 
the company as a salesman in the Chr 
cago agency in May, 1914, and came te 
the front rapidly. He was manager 
the Des Moines agency for 16 years 
resigning May 1, 1931, to have more 
time to devote to outside interests, but 


continued to act as a special super 
visor. 

Georee W. Bahlke, Baltimore mat 
ager Metropolitan Life, was electeé 


president of the Veterans’ Association 
of that company at the annual conve! 
tion in New York last week. The a 
sociation is composed of employes who 
have served 20 years or more with the 
company. Mr. Bahlke completed ? 
years’ service May 1. 


P. T. Throop, “whe becomes com 
nected with D. G. Brandon’s agency * 
the New England Mutual Life at Nash 
ville as associate general agent, © 
known as the dean of life insurance men 
in his community. For 40 years he 
was general agent of the Northwestert 
Mutual. For 20 consecutive years he 
was president of that company’s g¢™ 
eral agents’ association. In 1906 Mr. 
Brandon entered Mr. Throop’. general 
agency and got his training in life in- 
surance under his ooo. 


The Lima, O., agency of the Ohio 





dent and general manager of Batten, 





State Life, O. N. Young, manager, will 
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Announcing- 


The Provident’s New 


LIFE PLUS 
MONTHLY INCOME DISABILITY 
COMBINATION 


A Modern Plan for Modern Needs 


Scientifically Designed to Meet the Present Readjust- 
ment Situation and to Give the Policyholder the 
Protection He Should Have at a Saving in Cost 





PAYS RATES 
For Each $1,000.00 of Life Insurance For Monthly Income Disability 


$20.00 A MONTH Age 35—Select Class 


For One Year With 30 Day Elimination Period - - $8.01 
ae With 60 Day Elimination Period - - 6.25 
With 90 Day Elimination Period - - 5.00 


$10.00 A MONTH Slightly Higher Rates for Preferred and 
For Four Additional Years Ordinary Classes 














AIR TRAVEL i — 4 Guaranteed Renewable 
BENEFITS : a a? To Age 60 




















Agency Openings a ~ In This Territory 


THE PROVIDENT 
LIFE AND ACCIDENT INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 
ESTABLISHED 1887 








RATIO OF ASSETS TO LIABILITIES 1932 BEST’S HIGHEST RATING 
134% **A”’ (EXCELLENT) 
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WE SELL LIFE 


Net just policies, not just protection, not 
just retirement incomes. They are only instruments and symbols 
of what we really do. They assure the accustomed good food— 
the rairhent we like—the education of our youngsters. They 
foundation our homes. Travel, books, gardens, various enter- 
tainments, the modern car, and all the other things which 
adorn, enrich,—the very substance of life,—are supplied. Life 
that satisfies, life more abundant, is what you of the Field and 
we of the Home Office give to the people in exchange for their 
dollars and their trust. 


A piece of decorated bond paper has little attraction. An 
appeal to duty and its attendant sacrifice does not allure. But 
when the real substance of life itself is pictured and offered, 
the response is sure and strong. This is commonsense using of 


effective sales psychology. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square Philadelphia 

















THIS IS THE NEW PLAN FOR 


Retirement 


a 


HE new RETIREMENT ENDOWMENT POLICY com- 

bines attractive features of an endowment and an 
instalment refund annuity. At age sixty-five it pro- 
vides, for each $1,000 of face amount, a Cash Option 
of $1,490 or a Monthly Life Income of ten dollars, with 
149 instalments certainly payable. In event of death 
prior to maturity the entire face of the contract or the 
cash value, whichever is greater, will be paid. The 
Mutual Benefit’s unique disability coverage is available 
in a supplementary contract. The policy is issued on 
male lives between the ages of ten and fifty-five. 


The MUTUAL BENEFIT 


LIFE INSURANCE COMPANY 


Newark, New Jersey 
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celebrate its silver anniversary May 7 
with an agency meeting. The agency 
was established by Mr. Young within a 
year after the Ohio State Life was 
formed. 


C. D. Hammer, formerly general 
agent of the Provident Mutual in Bos- 
ton and Chicago, died at his home near 
Boston at the age of 88. He joined the 
company in 1876. 


Miss Nona M. O’Brien, for over 30 
years cashier of the Cincinnati agency 
of the State Mutual Life, died suddenly 
from a cerebral hemorrhage. Through 





her long and intimate contacts with 
thousands of policyohlders, and due to 
her sympathetic cooperation, courtesy 
and ability, she occupied an outstanding 
position in Cincinnati both with the in- 
sured public and the life insurance fra- 
ternity generally. 

W. Jj. Graham, vice-president Equit- 
able Life of New York, was reelected 
president of the American Management 
Association at its annual meeting in 
New York. F. L. Rowland, Lincoln 
National Life, was elected a divisional 
vice-president in the office management 
section. 








LIFE AGENCY CHANGES 





American National Changes 


Galveston Company Announces Appoint- 
ments at New Orleans, Oklahoma City, 
Nashville, Birmingham, Jackson, Miss. 


A number of general agency and 
branch office manager appointments for 
the American National of Galveston are 
announced by Vice-President E. L. 
Roberts. 

F. L. Walther has been appointed 
general agent at New Orleans with 
offices in the Whitney Bank building. 
For a number of years he was con- 
nected with the Travelers. 

J. W. Secrest has been named branch 
manager at Oklahoma City. He was 
formerly connected with the Inter- 
national Life and the Acacia Mutual. 

Galen Winn is the new branch man- 
ager at Nashville. He was formerly 
division manager for the Inter-Southern 
in central and eastern Tennessee. Be- 
fore that he was connected with the 
Business Men’s Assurance. 

Z. E. Bellah is named general agent 
at Pensacola. He was formerly with 
the American National in Birmingham. 

The firm of Jacobs & Rogers has 
been appointed at Jackson, Miss. Mr. 
Jacobs was formerly branch manager 
in Mississippi for the Great Southern, 
which withdrew from Mississippi March 
1 of this year. Mr. Rogers was in the 
Jacobs agency. 


J. A. Witherspoon, Jr., J. O. Armstrong 


The territory of J. A. Witherspoon, 
Jr., Pacific Mutual general agent at 
Nashville since January, 1931, has been 
extended to include all of Tennessee 
east of the Tennessee river. 

O. Armstrong of Knoxville, for- 
merly general agent for east Tennessee, 
continues as district manager under the 
Nashville office. 


R. F. Freeman 


has been appointed 
of the home office 
agency of the Pacific Mutual Life at 
Los Angeles. He was formerly assist- 
ant manager of that agency and later 
became general agent at Portland of 
the Pacific Mutual, resigning several 
months ago to return to Los Angeles. 


R. F. Freeman 
field supervisor 


Steve A. Noble, Jr. 


Steve A. Noble, Jr. has rejoined the 
Texas field force of Northwestern Na- 
tional Life as district manager for Fort 
Worth and west Texas after an absence 
of four years. He will open offices at 
826 Fair building, Fort Worth. During 
his previous connection he was one of 
the company’s leading Texas producers. 
In 1928 Mr. Noble served as president 
of the Fort Worth Association of Life 
Underwriters. 


C. M. Streibich 


C. M. Streibich, formerly with the 
Texas Prudential of Galveston as 
agency supervisor, has been appointed 
general agent of the Minnesota Mutual 
Life for Port Arthur and Beaumont, 
Tex. 





Joins Abraham Lincoln Life 


F. L. Hildebrand Becomes General Agent 
for Springfield, Ill, Company 
in Kansas City 


KANSAS CITY, MO., May 5.—F. L. 
Hildebrand, formerly western depart- 
ment manager of the Provident Life & 
Accident, has opened new offices on the 
sixth floor of the Pioneer Trust build- 
ing here as general agent for the Abra- 
ham Lincoln Life of Springfield, Ill. 

The Provident Life & Accident con- 
tinues to be represented in Kansas City 
by the Provident Insurance Agency. 

Mr. Hildebrand is an experienced in- 
surance executive. For five years he 
was agency manager for the accident 
and health department of the Employers 
Reinsurance. He then went with the 
Sentinel Life at its organization as 
superintendent of agents, remaining 
there for three years. 

*. M. Feffer, vice-president and 
agency director of the Abraham Lin- 
coln Life, and O. F. Davis, assistant 
agency director, spent two days this 
week in Kansas City with Mr. Hilde- 
brand. 


Sidney L. Marks 


Sidney L. Marks has been appointed 
manager of the New Orleans ordinary 
agency of the Prudential. His head- 
quarters are in the Whitney building. 
He was appointed an agent Feb. 4, 192%, 
by the former manager, the late J. M. 
Goldsmith. In 1930 he was promoted 
to assistant manager, and when Man- 
ager Goldsmith’s death made necessary 
the appointment of a successor, he was 
selected for that office. 


M. H. Webb, Jr., C. S. Bateson 

The Life of Virginia has appointed 
Malcolm H. Webb, Jr. as manager at 
El Paso, Tex. After several years ™ 
the banking business, Mr. Webb ¢n- 
tered life insurance in 1928, establish- 
ing a record as a leading producer. 

C. S. Bateson is appointed branch 
manager for Akron, O. and _ vicinity. 
Mr. Bateson has had wide experience 
as a salesman. For several years he 
has been northern Ohio supervisor 10 
the Provident Mutual. 


E. J. Lang 


E. J. Lang has been appointed supe 
intendent of the Prudential for Lou's 
ville No. 1. He started with the com- 
pany as agent in Cincinnati No. 1 ™ 
1916, and was made assistant in 1920. 
In December, 1924, he was made assist- 
ant in Cincinnati No. 3. 
appointed 


Inde- 
life, 


George J. Coleman has been 
general agent at Memphis for the 
pendent Life of Nashville, writing 
accident and health insurance. 


License Application Withdrawn 


The State Mutual Life has withdraw? 
its application for an agency license !0F 
the Mayfield-Adams Company ot Akron, 
O., an investment banking company 
Much opposition was raised against the 
granting of the license. 
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NEWS OF THE COMPANIES 





Equitable of Iowa Changes 





Number of Promotions Are Made Fol- 
lowing the Death of Ben 
F. Hadley 





James W. Hubbell has been elected 
secretary of the Equitable Life of Iowa. 
He was formerly assistant treasurer and 
replaces B. F. Hadley, who died last 
week. 

R. G. Hunter, actuary, was elected on 
the board. Mr. Hadley had also been a 
director. Other changes include the 
election of S. A. Swisher, Jr., and Ray 
FE. Fuller as assistant superintendents of 
agencies. They will be associated with 
H. E. Aldrich, vice-president and su- 
perintendent of agencies. 

Mr. Swisher joined the company in 
1919 and in 1920 he was made manager 
of the service department. In 1921 he 
was elected assistant secretary. He has 
been agency secretary since 1929. 

Mr. Fuller joined the Equitable in 
1924 and was supervisor in Detroit for 
a year. Later he was special represen- 
tative of the agency department and 
since 1926 he has been field supervisor. 





Hanna Is Acting President 
of United Life & Accident 





John V. Hanna was named acting 
president of the United Life & Accident 
of Concord, N. H., at a meeting of offi- 
cers and directors to succeed the late 
Robert J. Merrill. Mr. Hanna has been 
vice-president and actuary. Benjamin 
W. Couch, a director, was elected vice- 
president. 

Directors expressed the opinion that 
the policies of the late President Merrill 
would be continued. 


Cosmopolitan-Victory Life 
Consolidation Is Ratified 





TOPEKA, KAN., May 5.—The mer- 
ger of the Cosmopolitan Life with the 
Victory Life of Topeka has been ap- 
proved by the stockholders of both 
companies and the final details are pro- 
gressing rapidly. Both companies held 
special meetings of the stockholders at 
the same time and more than 75 per- 
cent of the stock of the Cosmopolitan 
and 85 percent of the stock of the Vic- 
tory approved the merger. 

_The Victory was organized by W. J. 
Bryden, who has been its active head 
ever since, and will continue as such 
with the merged companies. The Cos- 
mopolitan was organized by Clyde W. 
Miller and A. W. Logan four years ago. 

Che merged company has $30,000,000 
on its books and takes rank as the 
second largest company in the state. 
The assets of the Victory exceed $3,- 
00,000 and it has $350,000 surplus. All 
but $2,000,000 of the insurance in force 
is on Kansas citizens. 


Estate Life Organized 


. lhe Estate Life is being organized at 
~pringheld, Ill. Capital is to be $100,- 
000, represented by 4,000 shares of $25 
or value stock. The organizers are 
ah A. E. Walters, Attorney E. S. 
Hodges and H. N. Bruce of Spring- 
field, and F. M. Hallam, M. H. Ruff- 
i F. T. Wallace, N. P. Johnson, J. 
V. Clendenin and J. A. Scott of Mon- 


mouth. 
North American Life Chartered 


ee North American Life of Okla- 
oma has been chartered, with $50,000 


capital. Incorporators are T. F. Fos- 
er, Oklahoma City: I. K. Butts, El 


Reno, Okla., and L. W. Thompson, 
enver, 





Two Companies Will Combine 


Pyramid Life of Charlotte, N. C., Is to 
Be Merged With Pioneer 
Life of Greenville, S. C. 








Directors of the Pioneer Life of 
Greenville, S. C., and the Pyramid Life 
of Charlotte, N. C., have voted to con- 
solidate under the title of the Pioneer 
Life, with headquarters at Charlotte. 
The boards of directors and officers of 
the two companies have already ap- 
proved consolidation. The formality of 
stockholders’ assent remains to be se- 
cured. 

T. O. Lawton, president of the Pio- 
neer Life, states that the combined as- 
sets will be about $16,000,000, the Pio- 
neer having $15,000,000 of this amount. 
Officers of the merged companies will 
be the present officers of the Pioneer 
Life, headed by T. O. Lawton, presi- 
dent. The Pioneer Life was organized 
in 1925 by Mr. Lawton. The Pyramid 
is about a year old. 





Receivership Is Denied 


Following evidence showing the action 
unwarranted, receivership for the Okla- 
homa Southern Life of Oklahoma City 
was denied and the case is expected to 
be dismissed within a few days. De- 
murrer was sustained and five days 
given for filing an amendment before 
final court action will be taken. 

The Oklahoma Southern was licensed 
in 1930. The insurance men connected 
with the company are W. W. Edwards 
and S. B. Huff. 


Missouri Receivers Named 


Superintendent Thompson of Mis- 
souri and W. E. Caulfield, a real estate 
dealer and brother of Governor Caul- 
field, have been appointed joint ancil- 
lary receivers in Missouri for the Mis- 
sissippi Valley Life. The company, 
while an Illinois corporation, maintained 
its principal offices in St. Louis and the 
greater part of its assets are in Mis- 
souri. 

The appointment was made by Circuit 
Judge Nortoni of St. Louis at the re- 
quest of Alvin S. Keys, Illinois receiver. 
The company is to be liquidated. 


Old Hickory Life Licensed 


The Old Hickory Life, an industrial 
company recently organized in New Or- 
leans, with offices at 201 Liberty build- 
ing, has been licensed by the Louisiana 
department. J. B. David was elected 
president at the first meeting of the di- 
rectors; I. E. Strube, vice-president; D. 
C. Golsan, secretary, and B. M. Car- 
son, treasurer. Mr. David, who heads 
the company, is also president of the 
Franklin Printing Company. 


Jefferson Standard’s Increase 


The Jefferson Standard Life of 
Greensboro, N. C., has writtten nearly 
50 percent more business so far this 
year than for the similar period last 
year. The company is staging a new 
sales contest which will culminate in 
about two months and a fishing trip is 
planned for those who qualify. Ted 
Simmons of the Pan-American Life ad- 
dressed 50 representatives recently at a 
dinner at Columbia, S. C., inaugurating 
the new drive. 








Equity Life Litigation 


Application for a receiver for the 
Equity Life of Omaha has been filed in 
the courts there by M. C. Thomsen. 
Commissioner Herdman of Nebraska 
says the action was brought without 
his approval and he does not believe 
that the courts will entertain it, since 
there is no express provision of law 









Command the Best Care 
If Accidentally Injured 


The man with money to meet all nurs- 
ing, medical and hospital expenses stands 
a better chance of rapid and complete re- 
covery than he who must count the cost of 
expert care. 


Our new reimbursement accident in- 
surance meets all expenses up to a definite 
and sufficient amount in addition to all the 
usual benefits. For advertising, rates, 
etc., call our local office or address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 














Bermuda in August 


A Convention trip to Bermuda this August 
is the reward offered for outstanding pro- 
duction before August first. 


General Agents find our Convention trips 
of great help in building new organization. 


We have a few General Agency openings in 
the Middle West. Can you qualify? 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 
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TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved Success 
Through Consecutive Qualification in Our 
: Highest Honor Organization 





ROBERT MERCER 
CHICAGO, ILLINOIS 


PRESIDENT'S PREMIER CLUB 
1927 - 1928 - 1929 - 1930 - 1931 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 Des Moines, lowa 











giving a stockholder the right to main- 
tain such an action. 

Mr. Thomsen complains largely of the 
operation of the Equity Holding Cor- 
poration, which owns and controls more 
than 50 percent of the insurance com- 
pany’s stock. He also charges that the 
salaries paid are out of line with the 
revenues of the company. 

Commissioner Herdman issued a 
statement advising policyholders that 
their interests are not menaced or in- 
volved in the action. 


Reports 10 Percent Increase 


MEMPHIS, May 5.—Ten percent 
increase in paid-up insurance in March 





over the same period last year was re- 
ported by Stephen Ireland, vice-presi- 
dent State Mutual Life, on a visit with 
Tennessee general agents of the com- 
pany here. 

Mr. Ireland was in Memphis for a 
three day conference with T. F. Hazen, 
Jr., of Knoxville; Ed Smartt, Chatta- 
nooga; Ed Britt, Nashville, and Frank 
Hays, Memphis. 

“We are showing a healthy increase 
in business throughout the state this 





year,” Mr. Ireland said. 
Directors of the Ohio State Life have 
declared the usual quarterly dividend of 


2% percent. 








PACIFIC COAST AND MOUNTAIN 





Masiteon Life Regional Meets 


Home Office Men Attend Conference in 
Spokane, Portland, San Francisco, 
Los Angeles and Seattle 








A series of five regional conferences 
for representatives of the Northern Life 
will come to a close with meetings in 
Seattle May 10-12. Conferences have 
been held in Spokane, Portland, San 
Francisco and Los Angeles. 

Present at each of these meetings, 
which had the same program, were 
Irving Morgan, vice-president; G. W. 
LaFray, comptroller; W. L. Miller, 
supervisor group department, and O. D. 
Sanford, registrar. The home office 
officials were assisted by the following 
supervisors: In Spokane, E. S. Campau; 
Portland, J. P. Fordyce; San Francisco 
and Los Angeles, H. O. Seale, Jr., and 
in Seattle, J. C. Hazlett. 

An innovation in the form of a 
“spelling bee” featured the last after- 
noon of each conference. Questions 
were asked on the contents of a North- 
ern Life ordinary life participating pol- 
icy, followed by other questions on 
which a Northern Life agent should be 
informed. In each instance a fountain 
pen was presented to the agent stand- 
ing up the longest in regular old-fash- 
ioned “spelling bee” style. 

Mr. Miller in his talks declared that 
the people of the United States spend 
three times as much for commercialized 
recreation as for life insurance pre- 
miums. The amount spent for life in- 
surance is equal to the amount spent 
annually for pleasure automobile tour- 
ing. 

“There is in the 


plenty of money 





country,” he said. “It is only a ques- 
tion of more conservative spending, 
getting the people to plan their expen- 
ditures more wisely and looking to the 
future through retirement policies and 
putting money away for the future. In 
our business we have to compete with 
luxuries.” 


Joint Training Course Speakers 


Arthur J. Hill, manager State Life of 
Indiana, addressed the students in the 
joint training course of the San Fran- 
cisco and East Bay life underwriters 
April 28 in San Francisco and April 29 
in Oakland on “Financial Independence 
in Old Age.” Karl L. Brackett, gen- 
eral agent John Hancock Mutual, spoke 
to the San Francisco group May 2 and 
the Oakland group on May 3 on “Life 
Insurance as Property.” 

Walter Gastil, sales manager of the 
home office agency of the Pacific Mu- 
tual Life, is to address a joint meeting 
of San Francisco and Oakland students 
in Oakland May 6. 





Anderson with Pacific Mutual 

The Pacific Mutual Life has appointed 
A. M. Anderson as general agent at 
Ventura, Cal.. for Santa Barbara, San 
Luis Obispo and Ventura counties. Mr. 
Anderson was formerly with the Occi- 
dental Life of Los Angeles in its acci- 
dent and health department. He is na- 
tionally known as the author of a num- 
ber of books dealing with life and acci- 
dent insurance salesmanship. 





An increase of 200 percent in writte 
business for April, 1932, compared with 
April, 1931, is reported by C. 8S. Rath- 
bone, San Francisco manager of the Cc- 
cidental Life 











ELFSESLESSSSSSSSSSSSESESES SESE 


“Agents are extremely fortunate”— 


Reap this statement made by the judges of the 1931 Insurance 
Advertising Conference Exhibits, United States and Canada: 


“Southland Life’s contribution, “The Little Red Book,” is an 
admirable piece of work. It incorporates not only direct mail 
help, but sales help in almost every phase—to which the adver- 
tising department has a connection. 


$ $ 
$ £ 
$ $ 
£ 
g £ 
$ $ 
$ $ 
® “The judges were impressed with its completeness and useful- S 
S ness. It was their opinion that ‘agents are extremely fortunate $ 
who have this kind of home office support.’ 

£ “It is with the full measure of recognition that we give this £ 
$ entry an Honorary Citation.” 5 
£ £ 
B B 
£ £ 
£ B 
£ B 
£ $ 


every modern aid to agents, write CLARENCE E. Linz, First Vice 


[- you are interested in an agency contract with a company ve | 
President, or Cor. W. E. Tatsot, Agency Manager. 


Southland Life Insurance Company 


Harry L. Seay, Pres. Dallas, Texas 
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IN THE SOUTH AND SOUTHWEST 





News from the Texas Front 





Amicable Closing Birthday Month— 
Adams State Supervisor — Great 
Southern Holds Little Rock Session 





By R. J. McGEHEAN 


April was the 23rd anniversary of the 
Amicable Life of Waco, Tex. In the 
only contest of the year anniversary 
month was celebrated with a nice vol- 
ume. The company does not usually 
sponsor contests except the one launched 
each April as birthday month. 

The Amicable has had a _ healthy 
growth in its 23 years and in the trying 
year ot 1931 was able to show an in- 
crease of more than $14,000,000 of busi- 
ness in force. About half of this was 
gained through acquisition of the busi- 
ness of the Alamo Life. However, a 
good increase was shown by the agency 
force. So far in 1932 the company is 
gaining and E. E. Roberts, agency di- 
rector, predicts another increase by the 
end of the year. 

A. R. Wilson is president and Holt 





Massey secretary. At the end of 1931 
it had more than $72,000,000 of business 
in force and presented a strong state- 
ment. 

In August all agents who qualify will 
be privileged to attend the annual con- 
vention at Los Angeles. 

*x* * ® 

The fourth of a series of state meet- 
ings of agents of the Great Southern 
Life of Houston was held at Little 
Rock May 2-3. Since the first of the 
year the company has been gathering 
members of each state for a series 0 
educational and instructive meetings. | 

Members of the home office staff 1" 
attendance at Little Rock were E. P. 
Greenwood, president; L. S. Adams, 
executive vice-president; Frank Griffin, 
vice-president in charge of agencies, 
Dr. Daniel, medical director; Jack Cam 
eron, actuary, and Home Office Man- 
ager Albritton. 

* * * 

R. M. Adams has been appointed 
state supervisor for the Manhattan Life 
in Texas. He will be located in the 
Embry general agency office in_ Dallas 
and will cover the entire state. For s¢¥ 
eral years Mr. Adams has been super- 
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Twenty-five years of 
continuous service to) 


agents and policyholders 
1932 business, 4 months, 30% | 
ahead of 1931 | 


A 6.4% increase in 1931 paid | 
business | 





HOME OFFICE 
NORTH AMERICAN 
BLDG. 


CHICAGO 
e 


Unquestioned strength | 


Actively controlled and managed 
by its founders 


Prospective Agents 
interested in our 
contract should 
write direct to the 
Agency Dept. at 
the above address. 


We would like to tell you why this company 
continues to forge ahead and show how 
a North American contract will help you. 





® 
. Paul McNamara 
Vice-President 


E. S. Ashbrook 
President John H. 


cNamara 
Founder 




















Net Results in 1931— 





An Increase in Insurance in 
Force equivalent to 20% of 
1931’s paid production— 

An Increase 


or 
jou—= 


in Assets of 


An Increase in Surplus of 


11%— 


Interest earnings on invested 
assets—5.71%. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of -AMERICA 
50 UNION SQUARE NEW YORK CITY 























Pilot Moves Forward 


During the month of March, applied- 
for business showed a 19 percent gain 
over that applied-for during February. 
April production indicates that a sim- 
ilar or even better gain will be regis- 
tered over the month of March. 


The Pilot Spirit 
Says "Forward All" 








,-OMPANY 


NSURANCE 





Greensboro, North Carolina 
Chas. W. Gold, President 


' ee 
OPPORTUNITY 


| 
Our New Agency Plan 
: 











offers unlimited opportunities 
to capable, energetic 
Young Men 


If you are interested in 
@ permanent connection in 
Ohio or New York, it will pay 
you to investigate. 


JOHN M. HULL, 
President 


FRANK F. EHLEN, 
Director of Agencies 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
452 Delaware Avenue Buffalo, N. Y. 
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SOMETHING NEW tnar IS NE W 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 


Ten East Pearson Street : : : Chicago 
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N UNUSUAL CONTRACT 


will be offered to 


is a producer 
—is, of course, honest 
—has three years of experience 


N UNUSUAL MAN 


—will WORK 
—is seeking opportunity 


—can organize 
—needs no drawing account or 
salary 
—needs no office expense 
BUT WHO will accept Home Office help in the appointment 
of new Agents under him for whom he will not be responsible finan- 
cially and yet on whom he will receive overwriting Commissions as 
high as $4 per thousand and long time Renewals. 


Has over $135,000,000 in 


force. 


THE COMPANY—is rated 
"A" by Best. Its rates for 


Insurance are extremely TERRITORY—The Company 
low. desires especially to de- 
velop Indiana, Illinois, 


(Age 35 Ordinary Life 
Net Cost First year 
per thousand $17.85) 


North Carolina and Texas. 


ASSISTANCE—Experienced 
field men to help the man 


It writes all latest forms— selected to build a real 


Participating only—includ- agency in which the Re- 
ing an improved Family In- newals are NON-FOR- 
come form; also Juvenile. FEITABLE. 


We want an UNUSUAL Man 


UNLESS you have no present connection, or you have a real reason for leaving 
your present connection and are not at fault yourself, we are not interested. 
Write fully about yourself. We will not communicate with references until after 
interview. Write W-25, The National Underwriter. ‘ 























visor for the Jefferson Standard and is 
well known in Texas. 


Added Tax Proposed 


OKLAHOMA CITY, May 5.—The 
Oklahoma tax commission proposes to 
test its authority to tax income of in- 
surance companies doing business in the 
state other than that derived from pre- 
miums. Inasmuch as the companies 
pay a premium 2 percent tax, they are 
not required to pay income tax, the 
commission wants to tax the income 
from mortgages on property in this 
State. 


To Enjoin Radio Station 


FRANKFORT, KY., May 5.—As- 
sistant Attorney General Attkisson has 
directed that suit be brought to enjoin 
radio station WFIW at Hopkinsville, 
Ky., from receiving applications for the 
National Protective of Kansas City. 
This action was taken after Acting Com- 
missioner Brown advised the attorney 
general the station had failed to accede 
to his request that it stop receiving the 
applications for the company. Mr. 
Brown said the radio station was not 





licensed as an insurance agent and the 
National Protective was not licensed in 
Kentucky. 


Honor Nashville Manager 


J. M. Waddell, superintendent of 
agencies of the Jefferson Standard Life, 
was the principal speaker at an anni- 
versary dinner in Nashville in honor of 
W. M. Litchford, who has been mana- 
ger for the Jefferson Standard there for 
13 years. 

Mr. Waddell has recently been on an 
extended southern trip in the interest 
of his company and was optimistic over 
improved conditions. 


Southland Life Regional Meetings 


Harry L. Seay, president, and Col 
William Talbot, agency director, were 
the chief speakers at a series of re- 
gional meetings of agents of the South- 
land Life at Amarillo, Lubbock, Mer- 
cedes, San Antonio, Houston, Lufkin, 
Tyler and Midland, Tex. At all points 
the attendance was good and the meet- 
ings enthusiastic. Plans for the vear 
were discussed and the new contracts 
offered by the company explained. 











As SEEN FROM CHICAGO 





EXECUTIVE COMMITTEE NAMED 

F. M. Chandler of Chicago, president 
Insurance Federation of Illinois, an- 
nounces the appointment of an execu- 
tive committee: Henry Abels, vice- 
president, Franklin Life of Springfield; 
H. A. Behrens, president, Continental 
Casualty; Chas. H. Burras, Joyce & 
Co., Chicago; J. E. Callender, manager, 
Ocean Accident; L. M. Drake, Critchell, 
Miller, Whitney & Barbour, Chicago; 
I. M. Hamilton, president, Federal Life, 
Chicago; L. J. Kempf, manager Trav- 
elers, Chicago; H. M. O’Brien, vice- 
president, Lincoln Fire, Chicago; W. 
P. Robertson, manager, Alliance, Chi- 
cago, and W. O. Schilling, manager 
U. S. Fidelity & Guaranty, Chicago. 

In naming this committee an effort 
has been made to appoint representa- 
tive insurance men from the major lines 
of insurance. It is expected that a 
meeting of the executive committee will 
be held this month when a chairman will 
be named. The organization meeting 
of the board of directors will also be 
held this month. 


FOHR OFFICE HAS OPENING 


L. J. Fohr, general agent of the Con- 
necticut Mutual in Chicago for seven 
and a half years, during all of which 
time he had offices at 208 South La 
Salle street, has just moved into the 
Midland building and his opening was 
May 2. The offices are commodious 
and airy. Mr. Fohr says it pays to 
move once in a while because in this 
instance he discovered an accumulation 
of old forms, pamphlets, etc., weighing 
some two and a half tons, which he 
consigned to a waste paper man. Much 
new office equipment was installed and 
Mr. Fohr’s office, which was formerly 
a rambling affair that had grown up and 
down both sides of a long hall, now 
has taken its place as one of the most 
presentable in Chicago. 


WADE FETZER, JR., ADVANCED 


Wade Fetzer, Jr., son of the head of 
W. A. Alexander & Co., Chicago, who 
has been assistant manager of the life 
department, has been made director of 
sales engineering. He will study sales 
methods in all branches of insurance 
and adopt the best ideas. W. A. Alex- 
ander & Co., is general agents for the 
Penn Mutual. 


* * * 
HINTZPETER AGENCY AHEAD 
The H. C. Hintzpeter agency of the 
Mutual Life of New York in Chicago, 
which always has been one of the larg- 
est there, but like most of the others 





for over a year has been having a strug- | 


gle to get business and maintain vol- 
ume, is getting back into its stride again 
this year. In April, Mr. Hintzpeter’s 
agents wrote $2,340,000 and paid for 
over $1,300,000. This makes possible 
the showing of an increase for the first 
four months. The April increase was 
due in large part to a contest for num- 
ber of applications and business paid 
for, which was made the occasion for a 
meeting of the agency’s field club at 
luncheon, May 7, when _ production 
prizes will be awarded. 
3K 7K ok 

A. RUSHTON ALLEN’S ADDRESS 

A. Rushton Allen of Philadelphia, 
manager of the Union Central Life, was 
the speaker of the evening at the grad- 
uation exercises of the Life Trust In- 
stitute in Chicago, which was held in 
conjunction with an evening meeting of 
the Chicago Life Underwriters Associa- 
tion. There were 58 enrolled in the 
class and 50 completed their course, 
there being two women who graduated, 
one being Miss Joy M. Luidens, wh 
is secretary to Secretary Walt Tower 
of the Chicago Life Underwriters As- 
sociation, and Miss Agnes C. Schuette, 


New York Life. Among the graduates 
were A. A. Loeb of Stumes & Loeb, 
managers Penn Mutual Life, Walter 
Hiller of that agency, C. F. Axelson, 
who has the C. L. U. degree and is con- 
nected with the Northwestern Mutual 
Life, T. G. Murrell, life insurance man- 
ager for Fred S. James & Co., C. H 
Buresh, Jr., son of Charles Buresh, 
member of the James firm; Walt 


Tower, secretary Chicago Life Under- 
writers Association. 

John R. Hastie of the Heifetz agency 
of the Mutual Life opened the exer- 
cises and introduced the  toastmas- 
ter, C. M. Cartwright of THe Natioxal 
Unperwriter. Roy L. Davis, 
manager Union Central, who is director 
of education of the institute, awarded 
the diplomas. 

Mr. Allen stated that it was unfortw- 
nate for all in the business that the 


' 


. nt 
assistant 


whispering campaign started involving 
not only life but trust companies. This 
he said, had had a deleterious ettec 
He said there can be no general rm 
applied as to whether a_policyholdet 
should take advantage of the options 
and service of a life company so (af 
as his policy proceeds are concerned 
or create a trust and have it admuinis- 
tered by a trust company. 

Mr. Allen said that people have cer- 
tain possessions consisting of real estate, 
securities, life insurance and possibly a” 
interest in a business. A man desires to 


ile 
r 


protect his possessions. There are ce! 
tain i 


objectives that he has in mind. 
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There will be certain demands that he 
or his family will be called upon to 


meet. 
Therefore the life agent should inter- 


| est himself in the personal problems of 


his prospect and show him how life in- 
surance will help him to carry on his 
job. 








NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
. r Supplementing the ‘Unique Manual- 
Digest” and “Little Gem,"’ Published Annually in May and March respectively. 


Policy Literature, Rate Books, etc. 


PRICE, $5.00 and $2.00 respectively. 





Dividend Action Announced 


Phoenix Mutual Reduces Scale About 
25 Percent to Fortify Strong 
Financial Position 





HARTFORD, May 5.—In order to 
have a generous surplus during a time 
when property and security values are 
uncertain, the Phoenix Mutual Life has 
adopted a plan which will automatically 
increase its surplus and fortify its strong 
financial position practically without re- 
gard for the trend of business conditions 
in the immediate future. 

Instead of experiencing the gradual 
decrease in surplus common to financial 
institutions in times like these, the Phoe- 
nix Mutual has decided to chart a defi- 
nite course upwards by temporarily set- 
ting aside as additional surplus a por- 
tion of the sum it intended to pay to its 
policyholders as dividends after July 1 
of this year. By this plan, at least 75 
percent and an average of 79 percent of 
the usual dividends will be paid, while 
the remainder will be retained by the 
company as an additional safeguard until 
general property values improve. It is 
confidently assumed that this will take 
not over four vears and probably less 
and that, as soon as possible, the present 
dividend schedule will be resumed or an 
improved schedule put into effect. 

In making this announcement Presi- 
dent A. A. Welch said: “It is likely that 
we could have maintained our present 
dividend schedule without diminution of 
surplus, but we felt that additional se- 
curity was more important at this time. 

The company announced that no 
change was contemplated in the rate of 
interest being paid on funds left with 
the company for the future welfare of 
beneficiaries, on dividend accumulations, 
and on premiums paid in advance. This 
rate is to remain at 4.7 percent, which 
has been in use for years. 

Illustrations of the new 
follow : 


dividends 


Special” Series—3% % 


“Seventy 


30-Prem. 20-Prem. 
Ist 5th ist 5th 
$1.80 $2.07 $1.73 $2.12 
188 2.21 1. 2.27 

1.99 2.37 1. 2.43 

2.15 2.60 2. 2.66 

2.36 2.91 2.98 

2.57 2.81 2.88 
2.42 2.78 2.85 

2.32 2.77 2.N¢ 

2.28 2.87 2.96 
3.65 

4.49 

















§ 69.82 5 1 ’ 
10.49 12.43 10.47 12.55 
6 13.99 15.97 13.87 15.85 
_— ee tm 
Retire. Inc. at 

55 65 5-Yr. Term 
Age Ist 5th Ist rth Ist 5th 
] - $1.68 $2.18 $1.80 $2.07 $1.69 $1.74 
=0 - 1.71 2.35 1.87 2.21 1.74 1.81 
<9 - 1.75 «62.58 1.96 2.40 1.82 1.92 
ov . 1.78 2.89 2.08 2.65 1.95 2.11 
oo - 1.79 3.32 2.24 2.99 204 1.79 
40 1.64 3.59 2.38 2.97 1.76 1.51 
45 78 4.37 2.10 3. 1.49 1.22 
ov 31 9.80 1.79 1.30 1.01 
a0 es ‘<x ae 1.13 1.48 
60. a 97 A ee ean 

Fidelity Mutual 
The Fidelity Mutual of Philadelphia 
contemplates changing its’ disability 


disability occurring after age 

not be indemnified; and also to 
have a six months’ waiting period and 
to pay $5 income per $1,000 per month. 
A slight reduction in rates may be made. 
The $10 per month per $1,000 clause 
probably will be continued in connec- 
tion with life income plans, with slight 
premium increase. Final decision will 
be made The changes would be 
effective July 1. 


rules so 
55 «will 


soon, 


Atlantic Life 


The Atlantic Life is putting out a new 
policy, the first of a series of retirement 
income endowment contracts, this one 
providing an income commencing at age 


65. Its fundamental idea is to provide 
a monthly income in multiples of $10, 
commencing at age 65 and continuing 
for life, with 120 monthly payments 
fcuaranteed. During the period of in- 
surance prior to age 65, the insured is 
protected in the amount of $1,000 for 


each $10 of income, with the further pro- 
vision that when the cash value exceeds 
$1,000 the cash value is paid in the 
event of death. Provision for waiver of 
premiums in the event of total dis- 
ability may be included for those eligible. 


Progress on New Legislation 


Dominion Measures Subject to Revision 
After Further Conference with 
Provinces 


OTTAWA, May 5.—New Dominion 
insurance bills are making headway 
through parliament, but are still subject 
to possible change. 

An important change from the former 
law is made in respect to common stock 
investments. The proportion of a com- 
pany’s funds which can be so invested 
is to be 15 percent, in place of 25 per- 
cent in recent years, and no limitation 
at all formerly. Any company with 
more than this ratio is prohibited from 
making new common stock purchases 
until its ratio comes down to 15 per- 
cent. The Sun Life, which is the one 
Canadian company with large common 
stock holdings, has nearly 50 percent in 
that category, and therefore would be 
out of the market for purchase of com- 
mon stocks for several years. 


Seeks to Get Commission 


H. L. Hopwood, Columbus, O., at- 
torney, has filed suit against the Abra- 
ham Lincoln Life, claiming that in Oc- 
tober, 1929, he was employed by it to 
find a life company with approximately 
outstanding insurance between $10,000,- 
000 and $25,000,000 in force to be 
merged with it. He declares that in 
November of that year he presented for 
merger, the Springfield Life, having in- 
surance in force in excess of $66,000,000, 
which was merged with the Abraham 
Lincoln the February following. He 
claims he is entitled to commission. 


Must Keep Records in District 
WASHINGTON, May 5.—A bill 


requiring insurance companies organ- 
ized under the laws of the District of 
Columbia to keep their principal records 
in the District has been .sent to the 
President. The bill as passed originally 
by the senate applied only to companies 
hereafter organized. The house, how- 
ever, broadened the provision to apply 
to all companies now or hereafter or- 
ganized under any of the laws of the 
District, and the senate agreed to that 
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Life insurance provides far greater 


safety and assures 


both the individual and the nation. 
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Like a Spring Tonic... 


Economic spring fever demands 
a financial tonic. Field workers 
have such a tonic in the “Income 
for Life” policy originated by the 
Fidelity. Men with impaired estates 
are turning to “Income for Life” to 
make their future secure. 


Send for booklet 
“The Company Back of the 
Contract” 


WALTER 





Fidelity agents 
profit 


This is a tonic for Fidelity agents, 


too. Other tools in their complete 


sales kit include Low Rate Life, 
Family Income, Disability benefits 


—both income and waiver of pre- 


mium—and Accidental Death Bene- 
fits. They are backed by contracts 
based on more than half a century 
of fair dealing. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


LEMAR TALBOT, President 
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YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Eqyitable Compensation 
Liberal, Modern Policies 
Constructive Sales Helps 
Personal Home Office Help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 
Accident and Health as well as all forms 
of Life 

















No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with the 














Union National Life 
INSURANCE COMPANY 


Union Bldg. 
CHARLESTON, W. VA. 


I. A. Morrissett, President, will gladly give you 
complete information. 


pistric I LMLANacERS ‘ 


WE WANT SEVERAL PRODUCERS WHO ARE 
NOW SUCCESSFUL, WHO HAVE ALSO TRAINED 
AND DEVELOPED A FEW GOOD SALESMEN 
IN CITIES OF 5000 POPULATION OR ABOVE 
TO TAKE CHARGE OF AND DEVELOP AGEN- 
CIES IN THE FOLLOWING STATES: 





















I0WA—MICHIGAN—OHIO 
MINNESOTA—NEBRASKA 













THE BANKERS 
RESERVE LIFE COMPANY 


OMAHA, NEBRASKA 


+ 


Walter G. Preston, President 
J. R. Farney, Vice President R. R. Wagner, Secretary 
R. L. Robison, Vice President £. L. Dunn, Treasurer 
I. D. Wallington, Mgr. of Agencies 






















NEWS OF LIFE 


ASSOCIATIONS 





Life Insurance Is Stabilizer 


Prof. W. A. Irwin of Washburn College 
Tells the Effect of $2,600,000,000 
Disbursed Last Year 


W. A. Irwin, professor of economics 
at Washburn College, Topeka, Kan., 
spoke before the Cincinnati Life Under- 
writers Association on “Life Insurance, 
the Economic Stabilizer.” Prof. Irwin 
has won a national reputation in less 
than a year and has been particularly 
popular since his appearance before the 
National association at Pittsburgh. 

Deploring the instability of American 
people and American business, he pic- 
tured the collapse of property values 
and showed that life insurance, with its 
$109,500,000,000 in force, is not only the 
biggest business in the world but also 
the most stable, and that without the 
influence of the more than $2,500,000,000 
disbursed by life companies in 1931, con- 
ditions might well be more unstable 
than they are. 

Professor Irwin compares the stabil- 
izing influence of life insurance with 
the shock absorbers of an automobile, 
to the bilge keels of an ocean liner. He 
wondered why it was that standard 
texts on economics gave so little space 
to insurance (six pages on life insurance 
in a whole volume) and told why he 
thought it necessary to supplement this 
treatment by additional lectures to his 
classes. 

Citing example after example of his 
own personal experience, Professor Irwin 
demonstrated that whereas the income 
from other property was unstable and 
the properties themselves constantly 
fluctuating in value, life insurance was 
a certain known quantity; that it was 
the economic stabilizer of life. 

* * * 


Work, Not Worry Is Way to 
Good Times, Says Vash Young 


Work rather than worry is the way 
out of the present business depression, 
declared Vash Young, New York City 
Equitable Life of New York agent and 
author, who talked to a joint meeting 
of the St. Louis Chamber of Commerce, 
the Sales Managers Bureau, Advertising 
Club of St. Louis and the St. Louis Life 
Underwriters Association last week. 

Mr. Young contends that during the 
days of prosperity America buried its 
head in the sands of self-interest and 
ever since has been endeavoring to dig 
out by the implement of pessimism. In- 
stead of working, most business men 
are spending their time bewailing their 
luck and talking about how bad busi- 
ness is. Instead of telling pleasant 
stories about their products in the of- 
fices of their prospects, they sit and 
whine about the times. 

Mr. Young gets to his office at 7 or 
7:30 a.m. and by the time the average 
New York business man is crawling out 
of bed he aas his routine cleared up and 
ready to see prospects. Every minute 
of his time is then spent either in the 
office of a prospect, talking business, or 
on the way to call on a prospect. 

* * x 





Niagara Falls, Ont.—Life underwriters 
of the Ontario-Niagara peninsula at a 
luncheon meeting here heard an address 
by C. F. Pierce of the Phoenix Mutual's 
Buffalo office on the importance of per- 


sonal service to policyholders. 
*x* * * 
North Dakota—In honor of A. W. 
Crary, Fargo, who celebrated his 25th 


anniversary ‘with the Northwestern Na- 
tional Life in April, the North Dakota 
association designated Saturday as 
Northwestern National day. 

Dr. H. W. Cook, vice-president and 
medical director of the Northwestern Na- 
tional, addressed the association at its 
meeting in Fargo on “Some Underwrit- 
ing Problems.” Members of the asso- 
ciation brought their own examiners as 


guests and other physicians also were 
invited. About 60 attended. 
* * * 
Charleston, W. Va.—W. C. Hall, Pry. 
dential, has been elected president of 


the Charleston association; H. H. Kida 
Lincoln National, vice-president; John 
Hart, Northwestern Mutual, secretary- 
treasurer. R. R. Wolf, Home Life, was 
reelected on the board and F. R. Hard. 
esty, Sun Life of Canada, is a new mem- 
ber of the board. The speaker at the 
annual meeting was J. H. Jefferies 
agency secretary Penn Mutual Life, 
whose subject was “The Scope of Life 
Insurance Opportunities.” 

x * * 

Worcester, Mass—G. F. B. Smith 
agency assistant of the Connecticut Mu- 
tual Life addressed the Worcester asso- 
ciation on “Selling Under Present Day 
Conditions.” 

*x* * @ 

Tulsa, Okla.—Nominations for officers 
of the Tulsa association will be pre- 
sented at the meeting Friday and the 
election will take place June 3. H. D. 
Emmert is now president and Floyd 


Shurtleff vice-president. 
* x 
Des Moines—C. Vivian Anderson, Cin- 


million dollar producer for the 
Provident Mutual and first vice-presi- 
dent of the National association, will 
address the Des Moines association May 
7 on “The Mental Attitude Toward the 
Life Insurance Business.” 

*x* * * 

Cleveland—L. D. Fowler, general agent 
Connecticut Mutual, Cincinnati, will ad- 
dress the Cleveland association on “The 
Interview—a Living Thing.” 

As a result of the success of the spring 
sales congress here, another congress is 
now being planned for Sept. 24. Ten- 
tative acceptances have already been re- 
ceived from several prominent speakers. 

* 
Seattle—The membership drive of the 


cinnati, 


Seattle association was climaxed by a 
meeting at which was stressed the ad- 
vantages of increased enrollment. A 


tist of the 100 percent agencies was read 
by Caleb W. Baldwin, National associa- 
tion membership chairman in Washing- 
ton. A series of ten lectures by Frank 
H. Skipper, free to all members, was one 
of the arguments for securing new re- 
cruits. 
*x* * * 

Memphis—Statistics to prove that life 
insurance is stronger today than it was 
before the depression were cited by 
Ernest W. Owen, Detroit manager Sun 
Life, former vice-president of the Na- 
tional association, before the Memphis 
association. 

x * x* 

Lansing, Mich.—An invitation to the 
Michigan State Life Underwriters Asso- 
ciation to hold its fall convention in 
Lansing and decision to cooperate with 
the American Legion in the present job- 
placement campaign of the veterans’ or- 
ganization marked the April meeting of 
Lansing. J. Arthur Pino, Mutual Benefit 
Life, Michigan national committeeman, 
was the main speaker, reporting on the 


National association mid-year meeting. 
x * x* 
Trenton, N. J.—Cooperation between 


trust companies and life underwriters 
was outlined before a gathering of life 
underwriters in Trenton by J. L. Weath- 
erly, manager of the trust department 
of the Fidelity-Philadelphia Trust ©° 
He explained the advantages of a trust 
fund built up by life insurance. 
x * x* 

New York City—R. B. Hull, managing 
director the National Association of Life 
Underwriters, will speak at the May 1? 
meeting of the New York City Associa« 
tion in place of Elbert Storer, presiden 
of the National association. Mr. Storer 
was forced to cancel his engagement 0 
the strict orders of his physician. Mr 
Hull’s topic will be “The Road Back t 
Security—The American Plan.” 


The other speaker will be J. 4 
Matthews, counsel in New Jersey 0! the 
General Accident, who attained wide 
popularity here at the annual banque 








THE INVESTMENT TRUST 
SERVICE OF LIFE INSURANC 


—By Albert G. Borden.....Price $1.50 


Shows the various ways that life insurance can serve 


2 alee of an estate. Include ations! 
strations graphs. Order from 
Underwriter, A1946 Insurance Exchange, Chicss® 
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Whispering Agent 
Given a Broadside 


(CONTINUED FROM PAGE 1) 


talking life insurance,” Mr. 
Whatley said. “He has ceased backing 
up the hearse. He is more constructive, 
yses mortality tables, talks of a man 
ying alive at 65, enjoying himself; 
which is a much more pleasant picture. 
Life insurance men are no longer crepe 
angers.” 
Schriver Sees Shaken Confidence 


today is 


Mr. Schriver, member of the Peoria 
yssociation, extended greetings to the 
National association, then also attacked 
methical methods. 

“We now face perhaps the greatest 
oroblems in the history of the business,” 
1e said. “We should take great pride in 
the fact that life insurance has stood 
like a rock in the face of economic dis- 
tress, yet there are some very disturb- 
ing features.” He saw no indications 
fa return to business normalcy in the 
next few months. Whispering cam- 
paigns have shaken the confidence of 
some people in life insurance, he said, 
and a part of the responsibility rests 
on the shoulders of some agents. It 
is one of the most vicious things with 
which life insurance men have to deal. 

“Any man who does this ought to 
be hung at the yard arm,” Mr. Schriver 
said. “Let’s not besmirch the great in- 
stitution.” People in the business never 
have needed an association so much as 
now to protect against operations of 
racketeers.” 

Association President's Views 


President Weber said he came into 
the business about the time of the old 
comparative method of tearing down 
one company to sell one’s own. Then 
came government insurance, inheritance 
taxes and the catastrophe of 1929, all 
giving life insurance a great boost. 
“One of the greatest inspirations of 
1931 to life insurance men,” he said, 
“was when they saw life insurance was 
standing like a rock. The insignificant 
part of man’s earning power that went 
into premiums stood the test and proved 
the bulwark. I believe frankly that 
I have felt and seen a difference in the 
public mind regarding the safety and 
soundness of life insurance.” 

He said he disliked using the term 
“whispering campaigns,” but it is the 
narrowest, most short-sighted policy in 
the world when a man who knows the 
truth deliberately misleads a_ policy- 
holder as to the solvency of any life 
company. 

Three Representative Cases 


He cited three cases, one of a high 
class underwriter who in an analysis 
recommended that three companies’ 
policies be canceled because of financial 
condition. One single premium policy- 
holder followed his suggestion, but the 
underwriter did not get case. The man 
secured a loan on his policy in the 
underwriter’s company to carry out the 
deal. In another case of a $600 pre- 
mium, the application was taken and 
the policy issued in line with a recom- 
mendation to cash out existing policies. 
rhe policyholder is now violently op- 
posed to life insurance as a result. 
_ You and I know if the companies 
had to liquidate it would be a difficult 
Proposition,” Mr. Weber said, “but 
they don’t have to. If we carry on that 
<> we ere tearing down a business 
Suc, be Pans many generations. 
Ich ¢ is tearing down. Some- 
ee that his predecessors built up for 


Mr 


Persons 


King characterized as “rats” all 
. who push whispering cam- 
ee now. “They eat what they do 
“Th pro luce and carry disease,” he said. 
Py Brenner 4 we can get rid of them 
will fhe er of we will be, and the public 
~ »€ a thousand times better off. 

that hee pm is the great bulwark 
week too¢ between our families and 

ess and desperation. He cited 
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one of his own cases, that of a business 
man 70 years old who asked a policy 
loan to meet a $16,000 pay roll. Local 
banks had failed, tying up his money. 
The loan saved his business. Another 
case showing the dark side of the pic- 
ture was that of a woman who came to 
him with a packet of bonds, asking his 
advice. “I am not criticising bonds,” 
he said, “but these could not be sold. 
They were not worth a dime. The 
woman and her husband had slaved for 
years to save this nest-egg for their old 
age.” 

An energetic year of membership, 
legislative, educational and extension 
activities was assured the Illinois asso- 
ciation by the election as president of 
N. P. Blanchard, general agent State 
Mutual, Champaign. Mr. Blanchard has 
been chairman of the extension commit- 
tee and has given an amazing amount 
of time to visits with local associations. 
He continues in this work, and plans 
to meet with every association in the 
state some time during the year. Dur- 
ing the last year Mr. Blanchard has 
been first vice-president. 

Other Officers Elected 


C. C. Weber, retiring president, gen- 
eral agent Union Central at Springfield, 
executive committee 


was elevated to 

chairman. J. Hawley Wilson, second 
vice-president and “millionaire” of the 
Massachusetts Mutual in Peoria, be- 


comes first vice-president. L, P. Liven- 
good, the capable secretary-treasurer, 
and general agent Minnesota Mutual, 
Danville, continues in office. Reports 
of the extension, education, legislative, 
membership and other committees were 
given. Every association in the state 
showed an increase. The largest in- 
crease was in Chicago, and Peoria was 
next. Finances are in good shape. 

The state membership is a little over 
1,500. One addition was Jacksonville, 
organized in April. Membership in- 
creased 187, or around 15 percent. 

Champaign won the attendance prize 
at the meeting, a handsome gong which 
is presented each year to the association 
mustering the largest number of mem- 
bers at the annual meeting. 

=. M. Ackerman, executive secretary 
Illinois Insurance Federation, reported 
on legislative activities. There was con- 
siderable inimical legislation; 117 bills 
being introduced in the Illinois legis- 
f insurance 


lature, yet none harmful to 
were passed. 
R. R. Bookwalter, president of the 


Danville chamber of commerce, gave 
the address of welcome. 

President Weber noted that the Dan- 
ville association doubled its membership 
in the state association in the last year. 


Most Offices Are 
Weill Fortified 
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and it is hard to get comparable data. 
But I doubt that more than 60 percent 
of the reserves of most companies are 


subject to policy loans and I can not 
conceive of conditions under which 
more than 50 percent of the amount 


that could be demanded would be with- 
drawn. Last year the companies in the 
Life Presidents Association had just un- 
der 16 percent of their assets in policy 
loans, and this figure did not represent 
a very sudden rise over previous years. 

Unfortunately for the weaker com- 
panies, it seems as if most of the 
“breaks” favor the more prominent 
companies. The marked trend toward 
annuities has been an aid in keeping up 
income, but there, as in the case of life 
insurance, the tendency of the buyer, in 
his present state of uncertainty about 
financial institutions, is likely to be in 
favor of the company in whose absolute 
soundness he has the greatest faith. In 
other times he could realize that the 
XYZ company is just as strong as the 
ABC company, but now he is apt to be 
less concerned with rates, dividends, net 
costs, and service than he is with the 
fundamental security of the company. 

Reduction in applications for policy 








“FUND-O-MENTALS” 


An Up-to-the-Minute Training Course, 
Just Off the Press for Berkshire Life Men 


General Agents of the Company 
are very enthusiastic over this new 
course. 


Proper training and education was 
never as necessary as now. 


This is another step in Berkshire 
progress toward the success of 
the Company's five year program. 


“Ask Any Berkshire Life Agent” 


Berkshire Life Insurance Company 


INCORPORATED 185! 


PITTSFIELD, MASS. 


FRED. H. RHODES, President 
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ESTATES ANALYSIS 


HE AMERICAN LIFE INSUR- 

ANCE COMPANY maintains an 
ESTATES ANALYSIS DEPART- 
MENT which provides Agents with- 
out cost a complete Analysis of their 
clients’ Estates. 

It also draws all necessary docu- 
ments, including Trusts, Wills, Part- 
nership Agreements, Stock Elimina- 
tion Agreements, etc. 

This is only one feature of the 
AMERICAN plan of complete co- 


operation. 
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loans by amount, but increase by num- 
ber is reported by one of the largest 
eastern companies. The explanation 


seems to be that the heaviest cash de- 
mand from big policyholders has been 
experienced and that the borrowers to- 
day are largely the rank and file. 

A great many men of large affairs 
drawn down the cash reserves on 
commitments of 


have 


their policies to meet 
= 


RASH! 


Perfect co-ordination of mind and muscle, 
you say. Yes. But achieved by arduous train- 
ing, skillful tutoring, long experience. 


In every sport there is the same dependence 
on training for new marks. And none the less 
in business and the professions. 


Central Life particularly stresses the proper 
training of its representatives. 
educational department, the experienced as 
well as the novice gain the co-ordination of 
qualities they need. Personal coaching, as in 
sports, is an important factor in this training. 


Central. Life 


Assurance Society 
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Another ball sails over the fence. 
A new record is in the making! 
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one kind or another. It is probably true 
that the heaviest withdrawals on the 
part of the large insureds have taken 


place. Cash has been at a premium in 
big business and insurance has contrib- 
uted. 

The easing in the demand for policy 
loans and surrenders, which some of the 
large companies are experiencing may 
be due to the fact that the abnormal 
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demand from the big insureds has 
ceased. Now, it appears, that the great 
need for cash is reaching persons in 
moderate circumstances, one after an- 
other, who have lost their jobs or suf- 
fered salary cuts, who must assist rela- 
tives, the mortgages on whose homes 


must be refinanced on a lower basis, etc. 

If it is true that cash demands from 
large policyholders are diminished, but 
the demands from the ordinary insureds 
are increasing, it would explain why the 
small and medium sized companies are 
feeling the pinch to a much greater ex- 
tent now than ever before, while the 
larger companies are experiencing a de- 
gree of relief. Small and medium sized 
companies did not participate in the 
large lines to nearly the extent of the 
larger companies. 


Interest Taken 
in Discussions 
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ing branches and _ subsequent ones 
through the central office while others 
collect all premiums during the first 
policy year through the production office 
and have the central office pick up the 
collection with the first premium of the 
second policy year. 

Following the reading of the report 
a spirited discussion took place. 

The second session was devoted to 
the general subject of “Systematizing 


Work in the Agencies.” F. R. Gale, 
comptroller, Continental American Life 
and chairman of the committee, de- 


veloping this subject, presented a paper 
on “Centralizing Agency Accounts in 
the Home Office.” The plan has been 
placed in operation and has effected 
substantial savings in agency operating 


costs. He explained the Continental 
American’s method of arriving at effi- 
ciency ratings of its cashiers’ depart- 
ments, 

Branch Office Personnel 


“Group Comparisons of Agency Cler- 
ical Costs” was the subject of papers 
by Henry Bossert, Jr., Provident 
Mutual, and Floyd Zukswert, Mutual 
Benefit. T. S. Smith, Guardian Life, 
covered the subject “Branch Office 
Personnel” and stimulated a lively con- 
troversy on the question of “Female 
vs. Male Cashiers.” 

The third conference embodied papers 
and discussions on the theme of “Agency 
Auditing and Instructions of Field Ac- 


counting Forces.” J. J. Klingenberger, 
assistant secretary and auditor Lincoln 
National, presided and presented the 
committee’s report covering the prac- 
tices followed by 30 companies. At this 
session various agency auditings were 
discussed, including: Selection and 


training of auditors, frequency of audits, 
procedure followed by auditors, author- 
ity of auditors. 

Mr. Klingenberger said that “since it 

is recognized that general agents are 
primarily responsible for production and 
agency dev ‘elopment, they should devote 
but a minimum of time and attention 
to office procedures. The home office 
is better qualified to set up the neces- 
sary records.” Methods of maintaining 
records and accounts were therefore dis- 
cussed with this thought in mind. 
The selection and training of cashiers 
and branch office employes was empha- 
sized. Those in attendance were divided 
on the relative merits of male or female 
cashiers. It was, generally, agreed that 
to promote efficient operation of branch 
offices, a manual of detailed instructions 
is essential. Several companies are 
using or considering a correspondence 
course for education of branch office em- 
ployes. Mr. Klingenberger said that 
“the Lincoln National has such a course 
and has found it to be very effective.” 
It was the general opinion that at the 
time of a visit by a branch office auditor 
an important part of his work should 
be training the employes to promote 
greater efficiency, better organization of 
the office and a spirit of cooperation 
with the agency force. 








A general discussion of all sessions 














Killed Same Day 
Company Received | 
Surrender Demand 


—— 





The insured having demanded {4 
cash surrender of value of policy j 
proper form, the beneficiary cannot 


maintain the position that the cash re. 
serve was not payable until the expira- 
tion of the grace period. The insure 
was killed in an automobile accidey 
before a check for the cash surrender 
value had actually been received. This 
was the decision of the United States 
circuit court of appeals for the fourt 
circuit (Maryland) in Lipman vs. Equi:- 
table Life of New York. 

The insured wrote to the Equitab| 
about a week before the register dat 
of the policy, saying that she desire 
to cancel and asked that she be sent ; 
check for the cash reserve and dividend 
She sent on the policy with a deman 
for the cash value and on the same da 
the letter and policy were received | 
the company, the insured was killed. 

The argument of the beneficiary 
that until the lapse of the 31 days there 
is no default and consequently no op- 
tion to demand the cash surrender value 
The court held there is no reason for 
requiring an insured, who desires t 
surrender a policy at the expiration o 
the period for which the premiums have 
been paid, to wait until the expiratio: 
of grace period to claim the Cash re- 
serve to which he is entitled, nor 
there any reason in requiring the com- 
pany to carry the insurance without 
compensation during the grace period 
for an insured who desires to surrender 
the policy and obtain its value. The in- 
surance is carried during the grace pe- 
riod without additional compensation 
where the insured does not continue the 
insurance and does not die during 
period. 


Williams Succeeds Oshier 


L. F. Williams succeeds W. A 
Oshier, Baker building, Minneapolis, as 
general agent of the Pacific Mutual, the 
latter retiring on account of ill health 
Mr. Williams has resided at Rochester, 
Minn., where he did an excellent busi- 
ness for the company in disability, spe- 
cializing on non-cancellable. 


followed by remarks by F. L. Rowland 


secretary Lincoln se tinael Life an 
secretary of the association, closed the 
conference. Mr. Rowland stated that 


the proceedings to be published in bound 
form, would be available together wit! 
those of the Chicago special conferenct 


which will be held at the Edgewater 
Beach Hotel, May 23 and 24, dealing 
with “Organization and Management 


Problems of the Small and Medium- 


Sized Company.” 
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Veteran “Millionaire” Gives Some 
Valuable Suggestions on Selling 
Insurance at Danville Congress 


Unless a life underwriter enjoys his 
york there is little hope of his attain- 
ng substantial success, Harry T. 
Wright, associate agency manager 
Equitable of New York in Chicago and 
Millionaire” there for many years, de- 
lared at the Danville, Ill., sales con- 
gress. He said the largest producers 
work very hard because they enjoy their 
work. 


“In order to be successful we must 
enjoy our work, Invariably big pro- 
ducers enjoy their work more than 


mediocre producers,” he said. “I have 
always kept a record of what I do and 
I'm always in competition with myself. 
One of the most important things I 
learned was that every interview is 
worth money. I keep a record of the 
number of interviews and amount of 
business done and I insist on beating my 
record. 


Gets Encouragement from 
Studying Past Records 


“It is encouraging to me to believe 
that if I see as many people this year 
as last year I’ll do as much business. 
lf you actually can sell yourself on that 
idea it is very helpful and encouraging. 
The big difference between large and 
small producers is the difference in de- 
termination. 





Finesse-- 















Agents 
Wanted in 
“very City. 
Give Qualifica- 
tions and Ref- 
erences, 












“Before I see a man I always phone 
him for an appointment. I rarely at- 
tempt to complete the deal on the first 
interview. I always start out on first 
interview by securing necessary data and 
arranging for examination. On the de- 
livery call I discuss the examination, be- 
cause men are more interested in their 
health. About 60 percent of my cases 
last year were closed in my office. It 
is worth while to make the effort to 
see a man in your own office for there 
you won't be interrupted.” 


Never Grants Request 
for Written Proposition 


Proper mental attitude is necessary 
before seeing a man. Before going into 
the interview, give real thought to con- 
ditions which would exist if the man 
takes insurance or not. Then you won't 
stumble on a lot of trick objections. 
Certainly if you have a real picture of 
what can be done, you are not apt to 
say the wrong thing or to fail to meet 
excuses. 

“If a man wants me to prepare a 
written proposition, I tell him he would 
not ask a doctor to mail a prescription 
if his wife were sick and I don’t do 
business that way either. I tell him in 
the first place, it might not do him any 





they are to emerge from their retreats and go back to work safely—free from restiveness. 
ties offer the sympathetic, guiding hand of helpfulness to men and women who seek the ideal conservative route to 
sound investment and independent old age. 





good, and in the second place, it might 
kill him. 

“IT have settled a good many death 
claims, but never yet have heard a bene- 
ficiary ask what kind of insurance her 
husband carried. They are interested 
only in the amount. About 80 percent 
of my business last year was written on 
old clients. 

“If you do business with a large 
enough number of people, some of them 
are bound to grow into big business 
men. Stay on the job; stay in the life 
insurance business and eventually some 
of your clients will turn out to be big 
shots and you will write a lot of insur- 
ance for them. 


Says He Specializes 
in Life Insurance 


“IT never handle any other kind of in- 
surance. I specialize in life insurance 
and I tell my clients so. I never sold 
a fire, auto or accident insurance con- 
tract in my life. 

“It is more important to keep rec- 
ords now than ever. I spend probably 
25 percent of my time now servicing 
old clients: Your clients require an un- 
usual amount of service. But I don't 
kid myself by calling this interviews. I 
am working harder than in 1929, but I 
am seeing just as many people. 

“Fundamental principles never 
change. I don’t believe it is necessary 
to pull any trick stunts. The C. L. U. 
is a fine thing, and the other insurance 
courses, but I sometimes wonder if a 
great many underwriters don’t spend 
too much time educating themselves and 
not enough on the firing line; never 











The trembling timidity of Mr. Average Man’s dollar in these chaotic days is no fit subject for the lampoons of the shal- 

low optimist, neither is it cause for hysterical grief on the part of the professional dollar-puller. 
calmly, dispassionately—why shouldn’t money be shy and difficult to cajole into the light of day? 

shrink from strangers after the bitter beatings our speculation-crazed wealth has endured? 


These fear-ridden, cowering dollars must be treated with delicate finesse, instead of blatant ballyhoo and force, if 
Life insurance and annui- 


And the new American Central Endowment Certificates are the last word in safety for the small or large buyer who 
wants all the security of life insurance, without a long-term commitment on his part. 





Looked at sanely, 
Why shouldn't it 


giving themselves a chance to use the 
education they have acquired. 

“Speaking to larger producers, I often 
wonder if we spend enough time helping 
the little fellows, It’s an easy thing that 
doesn't cost anything and may help the 
little fellow stay in the life insurance 
business, 

“Keep in touch with your clients, and 
when I say keep in touch I don’t mean 
giving him a cigar or taking him to the 


baseball game. Give them a chance to 
underwrite their needs through life in 
surance This is a great business in 
which to kid yourself. If you are as 
sincere about your insurance score as 


your golf score, try keeping a record for 
a month I believe you would 
keep it 

“Fundamental principles never change 
We should never get away from funda 
mentals In my humble opinion, it is 
not necessary to have a lot of tricks 
successfully to negotiate insurance.” 


always 


Awards Are Discontinued 


The executive committee of the In- 
surance Advertising Conference in ses- 
sion in New York voted to discontinue 
making awards in connection with ex- 
hibits. The life group will continue to 
make awards within its own circle but 
the fire and casualty awards will be 
discontinued. New members elected 
were E. C. Smith, Cincinnati; A. W. 
Spaulding, Hartford; J. R. Kruse, Sac- 


ramento; H. V. Wade, Indianapolis; 
Wilfred E. Jones, New York, and C. R. 


Tucker, Dallas 
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Organized Selling 


Demonstrated 


a Success by Minnesota vied | 





Organized selling, with definite pro: 
grams of work, a set schedule of per- 


sons to see and a well rehearsed pre- 
pared sales talk is successful. There 
no longer is any question about it, 


Harold J. Cummings, vice-president and 
superintendent of agents Minnesota Mu- 
tual, declared at the sales congress at 
Danville, Ill. 

Seventy to 75 percent of men were 
not doing enough business to make their 
records worth looking over, he said a 
survey showed. Three years ago the 
Minnesota Mutual started to work out 
this problem. 

“We started to develop the idea of the 
limited number of things life insurance 
can do for a person and decided that we 
should be able to have each one of our 
agents exhaust the story of these bene- 
fits in any interview. We developed a 
means of finding the names of people 
who met these three qualifications: 1. 
20 to 35 years old; 2. holding a job; 3. 
ambitious to go somewhere. 


Specialization Termed 
Essential in Business 


“Some day in the life insurance busi- 
ness we will have to get into our heads 
that we can’t be good at everything. We 
told our boys in time we would give 
them other methods of selling, but for 
the time they must concentrate on one 
method. There are more prospects who 
qualify under our three rules than the 
agents could possibly see, so why worry 
about those they were missing: Our men 
have been so busy following the sched- 
ule they had no time to bother about 
the depression. We can take any man 
and get him before all the people he 
can possibly see of a type qualifying. 

“The second thing we did was to go 
over the methods of successful men and 
sift out their weekly working schedule. 
We get our agents to tell the story over 
and over. Obviously if a man has done 
anything 500 times as well as he could, 
he’s bound to learn how to do it. We 
in life insurance do as we please and 
often that means nothing. 

“Our plan called for each participat- 
ing agent to furnish the home office 20 
names of qualified prospects to whom 
we mailed each week introductory let- 
ters. We accept no excuses short of 
paralysis for not supplying the names. 
We asked that the agents first sell ap- 
pointments. The first two days each 
week are devoted solely to this. Men 
can sell by appointment and 80 percent 
of the prospects will keep it. The agents 
go back Wednesday, Thursday, Friday. 
Their goal was 12 appointments by 
Tuesday night and 12 policy briefs all 
done by then. The schedule required 
only that they see four a day for three 





days and tell the same story. We feel 


10 percent of persons interviewed will 
buy something by the end of the year. 
It has actually worked out 17 percent in 
the central west and over 20 percent on 
the Pacific Coast. 

“We are aware a parrot talk would 
not be a guarantee of sales, so we ar- 
ranged agency meetings, with sales 
talks between agents. We figured we 
would have to force repetition on a man 
and then deliberately question every- 
thing in the talk until he proved it was 


true. This counteracts timidity. 

“We require report on names of 
prospects and the whole story of the 
interview. On the Pacific Coast, 28 


men reported 481 calls. Eight of the 
men were in the business before; the 
rest never had seen a rate book. The 
average was 16 names furnished each 
week. We found 84 percent of the 
business was sold on first interview and 
16 percent on call backs, so we insisted 
the men call back on their own time. 
There was an average of eight appoint- 
ments a week, 6% presentations a week 
and the average sale was one a week 
for $4,787. So the men produced at 
the rate of $253,000 per man on a yearly 
basis. If they had given us 20 names 
a week and secured 12 interviews, but 
did no better from then on, they would 
have sold at an average rate of $379,000 
a year. 

“It is hard when we have got our- 
selves into habit of doing certain things 
to jar ourselves out of it, but if we 
hang onto methods we used in 1929, 
we'll starve to death.” 


Country-wide Figures 
Demonstrate Fine Results 


The Minnesota Mutual's country-wide 
figures of agents who have adopted and 
have been pushing the organized sales 
plan show 119 agents taking part and 
reports covering 1,112 weeks. These 
agents sent in 18,490 names, or an aver- 
age of 16.6 names a week apiece. They 
found 13,236 prospects in and averaged 
8.1 appointments a week each, or they 
obtained 48.8 percent appointments of 
all the names canvassed and found 68.1 
percent of the prospects in. 

They kept an average of six appoint- 
ments a week to whom the entire pre- 
sentation was given, or a percentage of 


74% percent appointments made. The 
agents averaged nine-tenths of a sales 
apiece each week, figuring closely, and 
the average policy was $4,188. Mr. 


Cummings said this was a highly satis- 
factory demonstration as it covered a 
large exposure and showed 14.8 percent 
of all presentations produced business. 

The annual production extended on 
the basis of these figures will be $187,- 
550. Most of the men were new and 
they averaged nine to ten weeks’ apiece 
on the plan. 





MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 

12 PICTURES AND 
SALES CAPTIONS 


that help you sell more 
insurance 
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ATTRACTIVE 


Send 10 cents today and get a sample 
of the NEW 1933 National Under- 
writer Insurance Calendar, A-1946 In- 
surance Exchange, Chicago. 














Make your business trip 
a big SUCCESS... 

















Stop 
MELBOURNE 


HOTEL 


{SoU a= 


400 
ROOMS 


Each with $¢) 50 
Bath from . 
0. P. 
GREATHOUSE, 


Manager 
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if you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 





then you want 


the 
square 
deal 


Agency Contract 


as issued by 





Insurance Company 


| | | Openings in Wisconsin, Min- 


nesota, Iowa and Ohio 
USE THIS COUPON! 


W. J. Wandrey, Agency Mgr. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 

I would like details of your square deal 
contract. 
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IN Ww AS H I N C 7 O N 
4 The SHOREHAM is the Capi- 
4 tal's newest hotel. Surrounded 
‘* by beautiful Rock Creek Park 
if yet within 10 minutes of the 
‘y White House. All outside rooms, 
2 =. 14x 20 feet, each with bath, cir- 
NY culating ice water and radio. 
i Facilities for recreation include 
. tenmis courts, riding stables, and 
NU glass enclosed swimming pool, 
\ RATES $4 and $5 single 
4 $7 and $8 double 
“ De 











SHOREHAM 


Connecticut Avetive at Calvert Street 
’ WASHENGTON,D C. 
4 L. Gardner Moore, Manager 

















“TIME TO STOP WORRYING” | 
Part of May Service—for mailing to 
policyholders and prospects. 
16 PAGE BOOKLET—15 FOR $l 
The Insurance R & R Service | 

ndianapolis, Indiana 














oy WE Insurance for Beginners | 
by R. E. Spaulding. Price 
$1.00. A bird’s eye view of the busi- | 
ness by a general agent of wide ex- 
perience. Order from The National 
Underwriter, A1946 Insurance Ex- 
change, Chicago. 


































